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KEEPING 
the AITH 


= When the insanity of war has run its course, 

and the carnage and conflagration have ceased 

. . when brave men, proud and victorious, come 

home again to every city, town and farm in America... when this topsy-turvy 

jigsaw world is ready to be put together again . . . in those brighter tomorrows, 

life insurance will still have a job to do. . . a bigger job than ever in the past. 

Not even global war can repeal the first law of nature, which is self- 

preservation. Nor can all the hell of all the battlefronts destroy the fibre of 

family devotion which is the warp and woof of the American home, the shrine 
for which our brave men fight — and die, if need be. 

Yes, there will still be a job for life insurance, as long as babies are born 

and men and women grow old or die, as long as bread is bought with money, 


as long as fathers and mothers love their children. Always there will be the job 


of defending home solvency, a job which life insurance, better than anything - 


else, is fitted to do. 

And as America journeys onward, down through the corridor of time, 
she will find her home solvency flanked all the way by her life insurance men. 
For more than a century she has depended upon them. She w/// depend upon 
them, always. She must depend upon them. 


A vital job to be done . . . trained men to do it .. . men keeping the faith. 


Measrachusely Matual 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


BERTRAND J. PERRY, President 
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BUILD YOUR OWN AGENCY 
IN 1943 


When today’s wartime “‘business as 


UNusual” gives way to a victorious 
“business as usual,” be ready to 


cash in on the new opportunities in 


life insurance selling. 


This is the time for self-appraisal 
...time to evaluate your out- 
look for future success. . . time, 
perhaps, to start building your 
own agency! 

Such an opportunity is being 
offered to qualified applicants— 
in a number of choice locations 
— by a nationally- known, old- 
line legal reserve company with 
more than a half-billion of Life, 
Accident & Health, and Group 


Insurance in force. 


Consideration will be given 


only to “family” men between 
the ages of 35 and 50—preferably 
with children— who can present 
evidence of satisfactory personal 
production. 

In your letter of application, 
please give a complete history of 
experience, age, family status, 
and paid volume record for past 
two years. 

Opportunity is knocking at 
your door—perhaps the very one 
you’ve been waiting for. Write 


today. 


AGENCY-BUILDING OPPORTUNITIES ARE OFFERED 
IN THE FOLLOWING LOCATIONS: 
MICHIGAN: Detroit « INDIANA: Indianapolis, Evansville 


OHIO: Cleveland, Toledo, Cincinnati, Akron, Dayton 
PENNSYLVANIA: Philadelphia, Erie, Harrisburg 


{| BEST'S INSURANCE NEWS BOX L-37 } 
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LIFE INSURANCE SALES RESEARCH BUREAU 


The comparative percentages are based upon the ac. 
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ASSOCIATION OF LIFE INSURANCE 
PRESIDENTS 


New Paid-For Life Insurance—Not Including Revivals, 
Increases or Dividend Additions—3? United States 
Companies Having 81°, Total Outstanding Insurance 


(000 omitted) 1941 1942 


over over 
Month 1940 1941 1942 1940 1941 


SALES 


Ordinary Insurance 


Jan. $404,723 
Feb. 397,891 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 391,390 


$410,922 
408,953 
455,226 
463,069 
458,871 
449,534 
448,433 
442,028 
440,827 
507,145 
450,770 


$786,518 
475,711 
418,766 
368,503 
360,413 
366,673 
367,131 
*333,981 
330,574 
368,867 


351,555 
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91.4% 

16.3 

-8.0 
~20.4 
-21.5 
-18.4 
-18.1 
~24.4 
-25.0 
-27.3 
-22.3 





$4,606,283 


$113,111 
125,226 
138,545 
135,852 
141,922 
128,231 
124,192 
123,110 


$4,935,778 


$126,458 
136,166 
148,978 
147,462 


$4,528,692 


Industrial Insurance 


$119,820 
126,492 
140,735 
139,021 
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$1,439,487 


$134,507 
38,120 
37,556 
39,800 
44,869 
48,946 
43,520 
53,757 
40,720 
55,244 
34,256 


$1,524,430 


$1,381,789 


Group Insurance 


$35,063 
43,240 
41,992 
51,096 
46,765 
62,977 
82,909 
71,689 
130,229 
74,794 
89,360 


$49,076 
50,231 
97,826 


78,094 
114,180 
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$571,295 


$652,341 
561,237 
615,607 


$730,114 


$1,082,510 


Total Insurance 


$572,443 
588,359 
646,196 
661,627 
657,027 


681,479 


$955,414 
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$6,617,065 
* Revised. 


$7,190,322 
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When a new man starts on a selling career 
with Connecticut General, he soon learns that he is 
associated with a Company that is determined to see 
him succeed. 


For one thing, he retains throughout his selling 
career personal and helpful contact with the men 
responsible for Connecticut General’s effective and 
continuing training program. This, in itself, helps 
keep him working at peak effectiveness. But as a 
vital supplement to his personal selling efforts, he 
receives from the Home Office a steady supply of 
powerful and timely sales promotional aids. In 
addition to all this, the opportunity is always open 
for him to discuss his problems with top manage- 
ment men ... to obtain the benefit of the most 
experienced thinking within our organization. 


Insurance men in the field who have the op- 
portunity to keep in close contact with their com- 
pany are the ones most likely to succeed. And that’s 
one important reason why so many men have built 
profitable and satisfying careers with Connecticut 
General. 


Connecticut Genera 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


Life Insurance, Accident and Health Insurance, 
Salary Allotment Insurance and Annuities, All 


Forms of Group Insurance, and Group Annuvities. 













@ Almost from its first day of life, a baby brings many problems 
to its parents. Important decisions must be made in its behalf. . . 
safeguards must be provided to help insure a bright future. The 
solution of many of these problems is available in BERKSHIRE 
JUVENILE INSURANCE. 











@ Play days and school days require careful foresight and guidance. 
These are the years of preparation of the child for the world of 
worth-while affairs when he becomes a man. Proper training and 
preparation can be assured through the BERKSHIRE EDUCATIONAL 
POLICY PLAN. 














@ With young manhood, the start of a new life in the busin ss 
world begins. What sounder backing could any young man have 
throughout his early career than the financial reserves obtainable 
under the BERKSHIRE ENDOWMENT POLICY PLANS. 











@ Marriage brings new and greater responsibilities. This is the 
time when financial care for loved ones must be provided. The 
situation can be met in a most adequate fashion through the use 
of the BERKSHIRE FAMILY PROTECTION PLANS. 











@ Men holding executive positions become increasingly valuable 
as their duties and responsibilities increase with the years. To pro- 
vide against their loss to the organization, many concerns now own 
BERKSHIRE BUSINESS INSURANCE. 











@ In later life, provision must be made against the time when 
earning power decreases. The prudent man takes steps to assure 
financial freedom with peace of mind at age 60 or 65 under the 
BERKSHIRE RETIREMENT INCOME PLANS. 











: These plans indicate the wide range of fundamental needs for financial security and 
protection that may be served by the broad diversity of policy contracts 
issued by the BERKSHIRE LIFE INSURANCE COMPANY. 


sk RAL 
~ Berkshire «co 
LIFE INSURANCE COMPANY 


(INCORPORATED 1851) 
HARRISON L. AMBER, President 


























PITTSFIELD, MASS. 




















































Ske EDITORS” 
CORNER 


xxx The year just closed brought momentous changes 
to most of us, and it is likely that 1943 will bring 
additional experiences. Companies, like individuals, 
are adapting themselves to these changes with varying 
degrees of success. The practical experiences of Cana- 
dian and English companies have been discussed in 
past issues. Conditions in these countries are of course 
not similar in all respects, nor are they always compa- 
rable to our own. At the same time, however, much 
has been learned that has subsequently proved of benefit 
here. Whether such trends will continue, change, or 
reverse themselves is conditioned upon events generally 
beyond the control of civilians. History will record 
that in 1942 life insurance companies spared no efforts 
to do their part in the war. The magnificent achieve- 
ments of the companies, agencies and agents are with- 
out parallel in any other related business. The extra 
effort of the life insurance fraternity has contributed 
substantially te protecting the home front during this 
period of grave peril. It is equally true that those mak- 
ing up the business will not only strive to equal but 
to surpass their 1942 contribution in 1943. The report 
submitted by V. P. Whitsitt, manager and counsel, of 
the Association of Life Insurance Presidents to member 
companies, is outlined in 1942 Reviewed—page 21. 


**x* A short time ago the Beveridge report was made 
public in England. In spite of the fact that a 
war practically engulfing the whole world is being 
fought, the plan received reams and reams of publicity, 
not only in England but in this country as well. When 
iny insurance plan, irrespective of its merits, receives 
such a reception, it warrants analysis and comparison. 
ur article does just this and includes known facts 
oncerning plans proposed for this country. To round 
ut the survey, New Zealand’s Social Insurance Plan 
s also analyzed. This one has been in effect since 
1939. “Social Insurance Plans” begins on page 11. 

*** Several companies have changed their reserve 
basis, rates, etc. The general trend is for conserva- 
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tism. The factors involved are practically similar in all 
cases—lowered interest rates on investments, and no 
apparent change in sight, is the outstanding cause ; plus 
an increased rate of expense in some cases. Another 
fact has been noted during recent months. Several 
stock companies are setting plans in motion to mutualize. 
The latest is the Pan-American Life of New Orleans 
(see page 56—also information om page 25 under cap- 
tion Mutualisation). The principal modifications are 
covered in “Rate and Other Changes”—page 33. 


**kkx For participating business dividend scales reflect- 

ing the changes outlined: above are in general lower. 

These are reviewed in “Dividend and Related Actions” 
-page 34. 


**xk Miss Mildred F. Stone, Agency Field Secretary, 
Mutual Benefit Life, has contributed an article entitled 
“Women’s New Place in Life Insurance.” This timely 
subject is covered from many angles by an author 
eminently qualified. Miss Stone analyzes the various 
positions both in the home office and the field. She then 
gives factual data indicating with what success women 
have filled such positions. The future possibilities of 
employing women in the various categories are carefully 
analyzed—page 15. 


x*x*k Mr. W. S. Penny, Director of Agencies for the 
Sun Life Assurance Company of Canada, explains in 
detail his company’s plan for financing agents. His talk 
goes to the root of the agency problem. Since most 
companies have this difficulty the results achieved by 
Mr. Penny’s company should prove of interest. In view 
of the shortage of man-power and the prevailing high 
wages in war industries, the article is also timely— 
Financing Agents—page 13. 


*** Randolph E. Paul, Counsel of the United States 
Treasury Department, in a discussion on “Increased 
Incomes,” was quoted in the press recently as having 
said “Nothing can save price ceilings, nor our entire 
economic structure as we know it today unless means 
are found to prevent spending an estimated $15,000,- 
000,000 in excess purchasing power in 1943, if this 
excess is allowed to enter the consumer goods market.” 
He said that the ensuing hardships would be suffered 
particularly by families in the low income groups. As 
an offset he recommended :-an additional tax for higher 
income classes; an expansion in social security taxes ; 
a compulsory savings tax, and a spending tax (not a 
sales tax). In relation to this subject see statistics of the 
Northwestern National Life’s “Family Buying Power 
Index” on page 20. 




































“TOP THAT 10% BY NEW YEAR'S” 


Out of the 13 labor-management conferences sponsored by 
the National Committee for Payroll Savings and conducted 
by the Treasury Department throughout the Nation has 
come this formula for reaching the 10% of gross payroll War 
Bond objective: 


1. Decide to get 10%. 

It has been the Treasury experience wherever manage- 

ment and labor have gotten together and decided the 

job could be done, the job was done. 
2. Get a committee of labor and management to work out 
details for solicitation. 

a. They, in tum, will appoint captain-leaders or chair- 
men who will be responsible for actual solicitation of 
no more than 10 workers. 

b. A card should be prepared for each and every worker 
with his name on it. 

c. An estimate should be made of the possible amount 
each worker can set aside so that an “over-all” 
of 10% is achieved. Some may not be able to set 
aside 10%, others can save more. 

3. Set aside a date to start the drive. 

4. There should be little or no time between the announce- 
ment of the drive and the drive itself. 

The drive should last not over 1 week. 

5. The opening of the drive may be through a talk, a rally, 
or just a plain announcement in each department. 

6. Schedule competition between departments; show 
progress charts daily. 

7. Set as a goal the Treasury flag with a “T." 











Gave wih 








Treasury Roi! 
oll of 


S of today, more than 20,000 firms of 

all sizes have reached the “Honor 
Roll” goal of at least 10% of the gross 
payroll in War Bonds. This is a glorious 
testimony to the voluntary American way 
of facing emergencies. 


But there is still more to be done. By 
January ist, 1943, the Treasury hopes to 
raise participation from the present total 
of around 20,000,000 employees investing 
an average of 8% of earnings to over 
30,000,000 investing an average of at least 
10% of earnings in War Bonds. 


You are urged to set your own sights 
accordingly and to do all in your power to 
start the new year on the Roll of Honor, to 
give War Bonds for bonuses, and to pur- 
chase up to the limit, both personally and 
as a company, of Series F and G Bonds. 
(Remember that the new limitation of pur- 
chases of F and G Bonds in any one calen- 
dar year has been increased from $50,000 
to $100,000.) 


TIME IS SHORT. Our country is counting 
on you to— 


“TOP THAT 10% 
BY NEW YEAR'S” 


War Savings Bonds 
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IT’S A SECURITY DOLLAR 


— buying protection for you and your family in an unsettled world. 


S IT’S A WAR DOLLAR 


—helping, through War Bonds and other investments, to finance 
war production. 


IT’S AN ANTI-INFLATION DOLLAR 


—a stabilizing force because it is not competing for consumer goods. 





It’s Your Life Insurance Dollar! 





BUY WAR SAVINGS STAMPS— FROM ANY METROPOLITAN AGENT, OR AT ANY METROPOLITAN OFFICE 


Metropolitan Life Insurance Company 
(A MUTUAL COMPANY) 

Frederick H. Ecker, Chairman of the Board Leroy A. Lincoln, President 
1 Madison Avenue, New York, N. Y 














THIS IS THE FIFTY-SIXTH in Metropolitan’s series of advertise- 
ments designed to give the public a clearer understanding 
of how a life insurance company operates. It appears in: 
Saturday Evening Post, Jan. 16; Collier’s, Jan.2; Business _ tional Business, Jan. 


Week, Jan. 2; Forbes, Jan. 1; American Mercury, Jan.; 
This Week, Jan. 3; Newsweek, Jan. 3; American Weekly, 
Jan. 10; United States News, Jan. 1; Time, Jan. 4; Na- 





























SOCIAL INSURANCE PLANS 


OCIAL insurance plans and movements in favor 

thereof uniformly seem to follow in the wake of 

economic upheaval. As this subject has been dis- 
cussed in this country it would cover in its different 
classes what we might term “orthodox” features, in- 
cluding benefits for unemployment, accident, sickness, 
old age and dependent survivors. In any review of 
Social insurance one must remember that generally such 
plans are designed for the benefit of those in the lower 
income groups and all classes of society do not benefit 
equally. The burden of supporting these plans gen- 
erally falls heaviest on those who benefit least, in pursuit 
of the worn-out theory of “spread the wealth.” 


The Beveridge Plan 


Nation-wide publicity has been given to the Beveridge 
plan for Social insurance in Great Britain, as recently 
announced, An inter-departmental committee on Social 
insurance and allied services was appointed by the Brit- 
ish Government in June, 1941, under the chairmanship 
of Sir William Beveridge, to “survey existing national 
schemes of Social insurance and allied services, includ- 
ing workmen’s compensation, and to make recommenda- 
tions.” The report was published December 1, 1942 and 
is now being considered by the Government and Parlia- 
ment. The British system of Social insurance has 
grown up gradually over a period of about forty-five 
years, and has included workmen’s compensation, com- 
pulsory health insurance, unemployment insurance, old 
age pensions (introduced in 1908) and contributory pen- 
sions for old age, for widows, and for orphans in 1925. 
Concurrent with these measures have gone developments 
of medical treatment and special disabilities, children’s 
welfare services, voluntary provision for death and 
other contingencies, made through industrial life in- 
surance offices, friendly societies, and trade unions. 


A Step Towards Nationalization 


The Beveridge report contains such comprehensive 
groupings of benefits that its revolutionary import is 
quite startling. Regardless of the opinion of certain 
contemporary commentators, this plan is revolutionary, 
hecause it threatens to nationalize an important private 
industry and the medical profession. The extensive 
everidge recommendations seem bent on creating a 
Utopian Wonderworld in which there will be some 
sort of “benefit” for every one through all stages of life 
irom the pre-natal to the return to dust. 
the British Government will not commit itself on the 
plan until the issue has been thoroughly debated in Par- 
liament. It is expected that there will be extreme oppo- 
sition on the part of private insurance companies in 
‘rreat Britain because some of the recommendations 
re a direct challenge to their business, and others no 


JANUARY 2, 1943 


Apparently © 


doubt will criticize the plan, which is supposed to guar- 
antee a national minimum level of subsistence, on the 
ground that the minimum will later be increased upon 
demand and that the staggering cost may not be within 
the ability of post-war Britain to assume. It is obvious 
that the British insurance companies will suffer—one 
report stated that certain Industrial insurance company 
shares dropped 45 points upon announcement of the 
plan. The British plan seems to be all-inclusive, but one 
thing seems to have been left out: What guarantee is 
there that a society living under these Utopian promises 
of subsistence will continue to pursue an incentive to 
work? Full discussion of the pros and cons as to this 
whole subject is in order because there seems to be a very 
definite move for a similar scheme under way for the 
United States, viz., the Eliot Bill (H.R. 7534) and the 
program of Social Insurance reported to have just been 
submitted to President Roosevelt by the National Re- 
sources Planning Board. (Details of the Beveridge, New 
Zealand and Eliot plans are analyzed later in this review.) 


Insurance Opposition Abroad 


In its November 4th issue, “The Policyholder,” well 
known insurance journal of London, in discussing the 
Beveridge plan, which had not been released at that time, 
reported on certain memoranda prepared by the Indus- 
trial Life Offices’ Association, and stated: “All the Of- 
fices dealing with Industrial life assurance are most 
strongly convinced that any measure of nationalization 
by the addition of a death benefit, and certain other bene- 
fits, would operate adversely to the business of insur- 
ance, and would not prove beneficial to the persons in- 
sured under the Social insurance scheme. Nothing 
could be more calculated to lessen that sturdy inde- 
pendence of the British people than a progressive ex- 
tension of the ideas of the Beveridge committee, and we 
hope that every person associated with insurance will 
exercise the fullest effort to oppose these ideas.” In 
opposition to the Beveridge plan, “The Policyholder” 
lists : 


(1) The bulk of the people are already assured for a larger 
amount than presumably would be provided by a state 
scheme ; 

(2) There has been no demand for a state death benefit; 

(3) There is now no need for including a death benefit in 
Social insurance ; 

(4) The present voluntary method does not result in a direct 
charge on industry or the state; 

(5) Service at the home of the policyholder, covering all in- 
surance needs, is vital and one which the state would find 
it difficult to render ; 

(6) A state death benefit would tend to discourage effecting 
of assurances as a provision for dependents, thereby hin- 
dering the great national work which industrial assur- 
ance can claim to be doing. 


(Continued on next page) 













SOCIAL INSURANCE PLANS—Continued 
Are We Following? 


It seems rather strange that the Beveridge report has 
received such widespread newspaper coverage in this 
country. We raise the question on this point because 
a somewhat similar bill was introduced as an amendment 
to the Social Security Act to establish a Federal Social 
Insurance System, by Representative Eliot (Massachu- 
setts) who failed of reelection, in our own Congress in 
September, and this received very little publicity, al- 
though it was reported immediately in Best’s Life & 
Casualty Bulletins, and in our later monthly publications 
of October. The question might be asked how many 
of the taxpayers in this country are familiar with Eliot’s 
H.R. 7534? Also, the National Resources Planning 
soard has submitted to President Roosevelt a broad 
program of Social Insurance which it is reported will 
include benefits for loss of income as a result of illness, 
disability and death and a series of supplementary social 
services. This plan has already been referred to as the 
‘American Beveridge Plan.” 


Living Standards 


Since we in the United States have long enjoyed the 
highest standard of living of any nation in the world, 
some very natural questions spring to the lips of those 
who still believe in private enterprise, personal initiative 
and the American type of individualism. These attri- 
butes, it fairly may be claimed, were responsible for 
building this nation to its peak of eminence without 
the assistance of a kind of paternalism, as in the 
Beveridge plan. 

There seems to be no widespread opposition in this 
country to a form of Social insurance which provides 
the minimum of necessary protection (we already have 
the United States Social Security Act), but the country 
doesn’t want any program that might break our backs 
in financing, and which is not needed, just because some 
social reformers say we ought to have it. Social plan- 
ners in this country please take note: Sir William Bev- 
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eridge himself is quoted as saying in a radio address that 

he doubted if his newly proposed plan would be adapt. 
able to the United States, because of differences in wage 
scales and living standards, which would make wmprac- 
sticable his plan of flat benefits for all classes. 


Some Leading Questions 


There is no reason why we should imitate the British 
plan (which resembles the New Zealand system), but 
if we are headed that way, what are the answers to: 
Are these benefits a necessity in view of the enormous 
benefits now provided in this country by the regular 
forms of insurance on a voluntary basis, such as Ordi- 
nary, Industrial, Group Life, Group Accident and 
Health, Group Annuities, Unemployment, private pen- 
sion plans, hospitalization and straight Accident and 
Health, ete.? Is such a plan with its benefits funda- 
mentally on a sound, actuarial basis? Are all levels of 
society to be fairly taxed with the cost? What is the 
initial expense of establishing such a plan and how much 
will it cost the nation in the future with fluctuating shifts 
in benefit payments? Could the individual maintain his 
standard of living and still contribute to this plan in 
addition to his present tax load? Could private industry 
pay its share, which will be large, on top of the already 
almost ruinous burden and still find justification and 
incentive for continuing? Could the nation as a whole 
stand up under this added cost now, and later, and at 
the same time liquidate the heaviest debt load ever car- 
ried by any nation? 


Vote Getters 


These are all leading and legitimate questions and 
until they are answered in full through complete debate 
plans of this nature should not be viewed complacently 
as just another “social advance.” Such schemes with 
their great promises are marvelous vote getters and 
ordinarily politicians are likely to support them hook, 
line and sinker without adequate study if they believe 
there will be no opposition at home. If this movement 
is not dragged out into the open where all the voters can 
get a good look at it and its implications, it will be found 
on the statute books quicker than one can say “Hang 


Hitler.” 
Intruding on Business 


We view these schemes as a gradual intrusion in the 
field of private insurance and the medical profession, 
and we trust that we are not alone in this belief. So 
far, however, we have not come across any specific 
opposition on the part of the insurance industry towards 
a trend which, to say the least, threatens unrestricted 
operation. Where are the leaders of the insurance in 
dustry (fire, casualty and life) and what are they doing 
about the series of encroachments in their field by Gov 
ernment sponsored substitutes? Most certainly they 
have the ability to argue their case but perhaps they are 
afraid of retaliatory “witch-hunts.” Are they convinced 
that there is no trend toward nationalization of private 
business, or at least to restrictions on their operations 
(Continued on page 44) 


BEST'S LIFE NEWS 





siti0 
p yi 


nece 
dis] 
of ¢ 
my 


had 
on 

bas 
am 
sol 
an 
tra 
$10 


wi 
wl 
or 
Ol 


FINANCING AGENTS 


my remarks in the nature of an 

address—rather as the expo- 
sition of our Company’s Agency 
policy—and because my time is 
necessarily limited, I am going to 
dispense with the usual preliminaries 
of an address and plunge right into 
my subject. ' 

‘Six years ago at this meeting I 
had the privilege of addressing you 
on what I believed to be the future 
basis of remuneration of agents. I 
am still convinced that the only 
sound way to remunerate life insur- 
ance salesmen is by means of a con- 
tract involving salary plus commis- 
s10n. 


Bos seman I do not look upon 


Trends 


That trends do exist, I think you 
will all admit. Let us briefly examine 
what has happened in the last ten 
or dozen years in the agency end of 
our industry. 

1. We have been unable to attract 
to our business, men of the calibre 
we were able to secure in the pre- 
vious decade in anything like suff- 
cient numbers to maintain our sales 
organization at even an adequate 
standard and this is probably going 
to become increasingly true as the 
war goes on. 

2. Established centers of influence 
have become disinterested and so, 
ineffective in helping us solve these 
problems because of our methods of 
induction and remuneration. 

3. Many previously successful 
agents have drifted out of the busi- 
ness entirely or into side-lines be- 
cause of (a) their inability to be 
successful using their old methods 
in changed conditions and equally 
their inability to adapt themselves 
to new methods under the leadership 
we have given them. (b) Their de- 
sire and need for some form of 
stable, regular income which we have 
been unable or unwilling to supply 
without plunging them into heavy 
lebt. 

4. A decrease in the esteem of the 
public for the job of the agent. 


JANUARY 2, 1943 


by W. S. PENNY, Director of Agencies, 


Sun Life Assurance Company of Canada, at the Annual Meeting of the 
Life Insurance Sales Research Bureau, Chicago. 


5. A gradual but cumulative low- 
ering of morale in most sales or- 
ganizations. 

Thinking it might help we then 
set up what is known as our Sales 
Promotion Division and it was a 
good one. It brought out many plans 
and sales aids of the type with which 
you are all familiar such as training 
courses, sales literature, work or- 


ganizers, etc. The New Department 
did all that could be expected of it 
but it failed to have any effect on 
the trends. 


Tackling the Problem 


About four years ago it began to 
dawn on us that maybe 150 million 
people on the North American Con- 
tinent could not be wrong and that 
maybe after all, we were not as good 
as we thought we were. It was then 
that we determined to develop what 
we conceived to be a new idea for a 


complete organized agency plan. To 
do so we first laid down the prin- 
ciple that it must cover both the 
methods and mechanics of all phases 
of our agency operation from the 
approach of the prospective agent 
to his retirement. We decided such 
a plan must in detail: 1. Embrace 
all phases of induction i.e. selection, 
remuneration, training and supervi- 
sion. 2. Have a stabilizing influ- 
ence on the agent’s income through- 
out his career. 3. Indicate clearly 
the agent’s job and the manager’s 
responsibilities. 4. Lend itself to 
close and easy control of all the 
agent’s activities. 5. Be so con- 
stituted as to tie together each factor 
in the operation so that the whole 
is inter-dependent and mutually sup- 
porting. 6. Cost no more than our 
previous method of operation and 
tend to decrease in cost as the plan 
gained effectiveness. 

We then tied the whole plan to- 
gether with an INCENTIVE FI- 
NANCING PLAN which we are 
satisfied now is the keystone in the 
whole process. 


Selection Tightened 


When we launched the plan about 
one and one-half years ago, we ac- 
tually tightened our selection re- 
quirements. Besides those with 
which you are all familiar such as 
the Aptitude Index, etc. we added 
1. Otis, Intelligence Test requiring 
a minimum I.Q. of 110. 2. A list of 
100 names of acquaintances to be 
submitted with the application. 3. A 
special inspection report instead of 
the usual Agent’s*treport. 4. A full 
medical examination which is passed 
upon by our Underwriting Dept. 
5. A hand-written letter of applica- 
tion in which the agent is required 
to state his reasons for desiring to 

(Continued on the next page) 
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Financing Agents—Continued 

enter the life insurance business on 
a career basis. 6. A complete and ac- 
curate budget. 7. That the agent 
should not have had previous life 
insurance experience. If he has had 
such experience, he is not acceptable 
in the plan. We wanted only high- 
grade men and wanted to be able to 
tell the public and especially our 


centers of influence that this was the 
case. 


Selection Requirements 


We revised our training course 
for new agents and introduced four 
more or less novel features. First 
it differentiates clearly between in- 
formation and training. Second it 








“He owns the only eraser in the class.” 











0. SOGLOW 








is arranged on a time schedule and 
in progressive steps covering four 
weeks. Third it requires the agent 
to commence certain elementary field 
work three days after he starts the 
course (subject to licensing revu- 
lations). Fourth, it requires the 
agent to complete the course in order 
to be financed. 


New Financing Plan 


We reversed our thinking on ad 
vances. We decided to make the 
financing of an agent work for us as 
well as for him. We decided if we 
got the right man, trained him prop- 
erly, encouraged him to continually 
do a well balanced job and then su- 
pervised him intelligently results 
would follow naturally. Having de- 
termined a severe selection basis and 
having arranged a minimum training 
requirement we then developed a 
financing plan which provides ad- 
vances to the new agent dependent 
on the quantity and quality of work 
he does in the sales process. We for- 
got production in the early stages of 
our financing plan and concentrated 
on compensation for the various ele- 
ments we know go to make produc- 
tion. As you will see our plan clearly 
indicates to the manager his respon 
sibilities; it ties together all phases 
of the sales process and because by 
its very nature it encourages both 
agent and manager to do an organ- 
ized, continuous and well balanced 
job we have termed it an “INCEN- 
TIVE FINANCING PLAN.” 
Here is how it works, remembering 
that the standard agent’s contract 
together with all supplementary 
benefits is still the basis of his em- 
ployment : 

1. The plan operates for 104 
weeks. The agent may cease to 
operate under the plan at any time 
he chooses. He must be dropped 
from the plan, however, if he fails 
at any time to meet any of its re 
quirements. 

2. The agent receives one-third of 

(Continued on page 42) 


A Progressive Company Operating In The South 
Exceptional Agency Opportunities Fer Men Who Can Qualify 
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WOMEN'S NEW PLACE 


OST in antiquity is the man- 

or was it perchance a woman? 

who said that woman’s place is 
in the home. However ideal that 
may be from the point of view of 
both the woman and the rest of her 
family the facts are against that 
situation today. 

Recently we heard that the Order 
of Lenin, highest honor of Soviet 
Russia, was awarded to a woman. 
That woman owns and operates a 
coal mine “manned” entirely by 
women, and they have brought it to 
be the most productive in Soviet 
Russia. In China for several years 
the mother of seven sons killed in 
China’s fight for freedom carries on 
for them as the leader of a’ band of 
guerilla soldiers doing effective dam- 
age to the enemy behind the Japa- 
nese lines. 

In this country a Census Bureau 
study stated that in the occupational 
survey of the 1940 census, in which 
451 official classifications are listed, 
women held jobs in every field ex- 
cept two: operating railroads and 
fighting fires. It is easy to believe 
that in the past two years women 
have given service there also. 


Outstanding Examples 


Certainly women are not now 
pioneers in the life insurance busi- 
Sara Frances Jones, C. L. U. 
of Chicago, has behind her more 
than thirty years of successful sell- 
ing, with the distinction of being the 
first woman to win membership in 
the Million Dollar Round Table of 
the National Association of Life 
Underwriters. Corinne Loomis, C. 
.. U. of Boston, has done one of 
the outstandingly good jobs of de- 
veloping a group of women under- 
writers. Her work in life insurance 
sales management is accredited by 
the success of both salesmen and 
saleswomen who look to her for 
leadership. Concurrently she main- 
tains a very substantial personal pro- 
luction, Beatrice Jones, C. L. U. of 
New York, as a personal producer 


ness, 
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IN LIFE INSURANCE 


and supervisor has won an outstand- 
ing place in life insurance agency 
organizational activities, in the Na- 
tional Association of Life Under- 
writers, in the American Society of 
Chartered Life Underwriters, and 
perhaps most noteworthily in her own 
New York City Life Underwriters 
Association where in 1941 she was 
elected president of that group with 
a membership of more than two 
thousand men and less than a hun- 
dred women, the largest life under- 
writers association in the world. In 
large Hartford life insurance com- 


* The subject of this article was specifically as- 
signed to Miss Stone by the Managing Editor and 
because of this some readers may note coverage of 
points and certain comments which would not oF 
peer if Miss Stone had chosen the subject herself. 

iss Stone is eminently qualified to dicuss this 
matter. She is Agency Field Secretary of the 
Mutual Benefit Life Insurance Company, Newark, 
N. J.; a member of the Women's Committee, 
National Association of Life Underwriters; Vice 
President, League of Life Insurance Women of 
New York; Vice Chairman for Life Insurance, Com- 
mittee of Finance and Investments, New York City 
Federation of Women's Clubs; author of "A Short 
History of Life Insurance," and editor of "Life 
Underwriting—A Career for Women." 


by MILDRED F. STONE * 


Agency Field Secretary, 
Mutual Benefit Life 


panies Lelia Thompson, attorney, 
and Marion A. Bills, specialist in 
scientific office management, serve 
as Home Office officers. Elizabeth 
Stevens, office manager of the Life 
Insurance Sales Research Bureau, 
and secretary of the Bureau’s Board 
of Directors and Executive Com- 
mittee, has just celebrated her twen- 
tieth anniversary of service, with a 
record of accomplishment in the 
fields of personnel, budgetary con- 
trol and finance which makes her one 
of the outstanding business women 
in the country. Thus it is seen that 
women have already qualified as 
workers in all realms of life insur- 
ance activity. 


Women and Selling 


It is undeniably true, however, 
that war conditions are fercing men 
in the business to give increasing 
attention to the part women can play 
in the business. Thinking first of 
the sales end, it is interesting to 
realize that some general agents and 
managers have definitely closed 
minds toward women as underwrit- 
ers in the field. This is in spite of 
the fact that, in addition to the 
records mentioned above, other 
women like Sis Hoffman of Cin- 
cinnati, and Bertha Loheed and Lil- 
lian Joseph of New York, have 
within the past five years stood as 
#1 leaders in their respective com- 
panies’ annual or monthly produc- 
tion honor rolls. 

(Continued on next page) 








Women's New Place—Continued 


A recent study by the Insurance 
Research and Review Service re- 
vealed that over one-third of the 
general agents and managers of the 
large group answering the question- 
naire were unfavorable to women as 
life insurance agents. However, the 
most frequent reason for this atti- 
tude was categorically given to be 
the “feeling” that life insurance 
selling was a man’s job. 

General agents and managers who 
were favorable to women and plan- 
ning to bring women into their agen- 
cies stated most frequently as rea- 
sons : 

“My experience with women 
agents has been successful—so I will 
continue recruiting them.”—‘The 
woman market today is more im- 
portant than ever before and I want 
to develop it.”—‘‘Know from obser- 
vation that women agents can be 
developed and want to attempt it.”— 
“Feel that manpower situation is so 
serious that I must attempt to add 
women.”—‘‘Special fields, juvenile, 
educational, working women, etc., 
can be successfully developed by a 
woman agent.” 

This attitude certainly presages a 
real opportunity for women in pro- 
gressive agency offices. One large 
company which has for some time 
given welcome and good leadership 
to women underwriters reported 
412% of their full-time agents are 
women ; 714% of their $100,000 or 
over producers are women; 50% of 
their business on lives of women is 
written by women. 




















Drown for the Office of War Information 


It is interesting to review the pro- 
grams for life insurance agency 
management discussions during the 
past year and to see the place given 
to consideration of women agents. 
Definitely more attention is being 
shown in this direction. No ade- 
quate statistics are available about 
the increasing number of women 
agents, if there be such. However, 
with 3%-4% of all agents said to 
be women according to a study a 
few years ago, current figures for 
recruits of some sixty companies 
show about 5% women. It seems 
reasonable to suppose that all the 
fire of discussion is generating some 
steam. 


Word of Caution 


Thoughtful observers are con- 
cerned lest, to use the metaphor in 
a slightly different way, some people 
get their fingers burned. Since 
“everybody” is talking about women 
agents, some general agents may 
want to go where the crowd seems 
to lead and will give any available 
woman a chance to try selling. Al- 
most certainly such an experiment 
will bring disappointment. Selection 
in recruiting must be exercised with 
women prospects as well as for men. 
On the average, say, twenty possible 
men recruits must be interviewed 
before one good agent can be chosen. 
Why should anybody expect that a 
woman who just walks into the of- 
fice should make a good under- 
writer? The dealing with a woman 


must be on the same careful, build- 


a-career basis as for men. 





The Life Insurance Sales Research 
Bureau expressed the opinion that 
usually the home office personnel jy 
our companies includes roughly 
twice as many men as women. The 
Bureau provided the following 
Statistics from five Hartford com- 
panies, showing the general situation 
and the current trend. 


Women Employees 


Jan. Oct. or Noy, 

1941 1942 
Company 1 70.0% 75.0% 
Company 2 60.7 66.3 
Company 3 64.2 70.4 
Company 4 73.6 75.4 
Company 5 52.4 61.7 


Progress that is much to be de- 
sired in connection with home office 
women employees and which may 
grow out of today’s conditions is 
real recognition of ability, in respon- 
sibility delegated, official rank and 
pay. Too often women are stulti- 
fied by knowing that they do the 
work, while some man has the offi- 
cial rank and responsibility and gets 
the money. 

Women as technical specialists in 
home offices are relatively few. An 
actuary who has won official recog- 
nition in her company and in her 
field is Florence Watts of Baltimore, 
who is president of the Middle At- 
lantic Actuarial Club. The Actuar- 
ial Society of America lists 464 Fel- 
lows, and 330 Associates. In each 
group there are eleven women, and 
for each group the average period 
since her qualification has been nine 


In fact, here again, it is important | 


for the business to think of women 
not as women but merely as people. 
Most of the agency problems for 
management and for the women 
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underwriters themselves would be | 


simplified or eliminated by the uni- | 


versal acceptance of that concept. 


It is accepted in agencies where | 


women are successful. 


Home Offices 


Turning to the matter of women | 


in the home offices, pretty generally 
the first World War gave enormous 
impetus to such employment. 
one large company, for example, 
there are now 82 women employees 
out of a total of 548, with service 
records of twenty years or longer. 


In | 
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years. On the face of it, it might 
appear that more women in pro- 
portion to men are working toward 
the highest membership qualification. 
On the other hand, it may be that 
the proportion of women Associates 
indicates a tendency for a woman to 
be content with Associateship. The 
close application to study and the 
price that must be paid in normal 
social activities to win Fellowship 
in the Actuarial Society are such 
that only women with unusual am- 
bition or with unusual hope of re- 
ward may be motivated to go all the 
way. 

A number of companies use 
women lawyers. A few years ago 
a medium sized Eastern company 
asked a prominent law school to 
recommend from among its gradu- 
ating class a woman to be employed 
at its home office to handle contacts 
with women beneficiaries. The 
thought was that women, especially 
those recently bereaved, might feel 
more at ease, more ready to ask 
questions and to talk over their 
problems fully with another woman 
than with a man. This seems a wise 
course which might be followed else- 
where. 


Women Doctors 


Women doctors are not common 
in home offices or as examiners. An 
officer of the Association of Life 
Insurance Medical Directors com- 
mented that there are no women 
members of that group, reflecting 
the great scarcity of women doctors 
on home office staffs. He said that 
there appeared to him no reason 
why women might not do excellently 
the underwriting and executive work 
of a medical director. Perhaps the 
war conditions will open such op- 
portunities in greater numbers. His 
company has appointed a very few 
women examiners. They have gen- 
erally proved thoroughly satisfac- 
tory. They have, however, been 
used most frequently for women 
applicants. Experience of other 
companies is probably similar. 

In recent years because of awaken- 
ing interest in women agents, a few 
companies have brought into their 
agency departments women to whom 
they have given special responsibility 
and authority for work with the 
women in the field. Obviously, such 
a home office woman has a great op- 
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portunity for usefulness of a certain 
kind. The opinion seems to be grow- 
ing that the right woman on the 
staff strengthens an agency depart- 
ment. Women have interests, sym- 
pathies, knowledge in certain fields 
that make them able to supplement 
men in doing a good job of sales 
leadership for both men and women. 
However, discussion with many 
women underwriters makes clear the 
fact that those women need and 
enjoy the association and _ leader- 
ship of men in the agency depart- 
ment. They are glad, if they have 
it (and often express the wish for, 


if they don’t have it) to have a re- 
sponsible woman in the agency de- 
partment, but they do not want to 
be isolated to contact with her to the 
exclusion of other agency officers. 
The managing editor has asked 
especially for comments about 
women’s insurance organizations. 
Once more the answer is grounded 
in the concept that women are peo- 
ple. By and large, it seems most 
valuable for women to unite with 
men in life insurance organizations. 
All underwriters profit by working 
together for the good of the institu- 
(Continued on the next page) 
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Women's New Place—Continued 
tion through the legislative, educa- 
tional and similar committees of the 
life underwriters association. Elsie 
Matthews, chairman of the Wom- 
en’s Committee of the National As- 
sociation of Life Underwriters, in 
her term last year and in her plans 
for this year has stressed a program 
of unity and cooperation, rather 
than of separation. 

It is realized, however, that al- 
though a woman who sells life in- 
surance does the same job as a man 
who sells life insurance, there are 
certain problems involved for her 
which are different in many cases— 
problems of lack of general business 
experience, of manners and habits, 
of personal attitude, of health, of 
adjustment to what is usually con- 
sidered a man’s field. For this rea- 
son, it appears that occasional sepa- 
rate meetings of women underwriters 
can be very profitable. Something 
can be gained from the discussion 
of sales activities in the light of 
these problems. Also, so long as 
women are so definitely in the minor- 
ity in life insurance selling, there 
seems a real opportunity for morale 
building in having successful women 


underwriters know each other in- 
timately. 


Educational 


Realizing the measure of differ- 
ence in women’s sales problems and 
the value of esprit de corps among 
women underwriters, the Women’s 
Committee of the National Associ- 
ation of Life Underwriters under- 
took and carried through two pro- 
jects in recent months. The first 
was the preparation of a book for 
women new to the business or con- 
sidering the business, entitled Life 
Underwriting: A Career for 
Women. Each chapter of the book 
was written by a different member 
of the Women’s Committee, a suc- 
cessful life underwriter who dis- 
cussed frankly and from a practical 
point of view some sales problem. 
The second was the presentation of 
an all day women’s sales congress. 
About one hundred women, repre- 
senting twenty companies, and from 
eight states attended and unani- 
mously acclaimed the day worth 
while. 

In New York City where the Life 
Underwriters Association includes 





a good group of women members, 
there is also a separate organization, 
the League of Life Insurance 
Women. There is naturally much 
duplication of membership between 
the Association and the Leavgue. 
The League monthly meetings are 
designed to be of vocational value 
to the women. 

In addition, the League has a 
second major purpose. That is the 
education of, and service to, life in- 
surance policyholders and __bene- 
ficiaries. The League was founded 
about fifteen years ago by Miss 
Alice Lakey following her important 
participation in the successful cam- 
paign of the federated women’s 
clubs to bring about pure food legis- 
lation in the United States. Miss 
Lakey, who was interested in life 
insurance because her father was a 
life insuranace publisher, considered 
that after the food and drug legis- 
lation was accomplished the next 
great service she could give the 
women and homes of the country 
would be to help them use life in- 
surance wisely. She saw wives ig- 
norantly opposing life insurance. 
She saw widows taking lump sum 
settlements because nobody had told 








and expense. 





‘It’s a Honey” 


That is what they are saying about the Minnesota Mutual's Payroll Deduction Plan. 
Not only does it provide the insured an easy, convenient method for paying pre- 
miums; it enables the management to make deductions with a minimum of detail 


If you're looking for a sure-fire method for tapping the thousands and thousands of 
prospects now engaged in industry it will pay you to investigate. 


A Quarter Billion Dollar Mutual Company, 62 years 
old, with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
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Ralph R. Lounsbury, President 





them about life insurance incomes. 
She saw policies surrendered be- 
cause policyholders did not under- 
stand about loan privileges. She felt 
that the life insurance companies 
and the public would both be im- 
measurably benefited if the women 
of America could come to be really 
informed about life insurance. 

The League of Life Insurance 
Women became a federated club in 
the New York City, New York State 
and National Federations of Wom- 
en’s Clubs. Miss Lakey felt that the 
federated clubs were the best channel 
through which to develop her edu- 
cational campaign. (Judging, of 
course, by the success of the pure 
food campaign.) As a federated 
club she believed that the League 
would have an especial opportunity 
to accomplish its purpose. 

This history is given in consider- 
able detail, not because Miss Lakey’s 
hopes were realized, but to empha- 
size the difficulty of the task she 
envisioned. 

The public has great interest in 

e insurance and a strong urge to 
get specific information about their 
policies, as witness the success of the 
“life insurance counselors.” In the 
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Proof of Progress 


Persistency of our business can be accurately 
shown by a consistently decreasing LAPSE 


RATIO— 


At December 31, 1937 it was—11.03% 
At December 31, 1941 it was— 7.29% 


NATIONAL LIFE 


Insurance Company.. Montclair, N. J. 


face of this, their mistrust of life 
underwriters is a terrible indictment 
of the behavior of life insurance 
sales people. 


Activities 


This past year, through long, 
patient and tactful work of League 
members, the New York City Fed- 
eration president created a special 
committee of finance and investment 
with a member of the League of 
Life Insurance Women as _ vice 
chairman for life insurance. Last 
spring this committee presented for 
Federation members a life insurance 
forum. This fall life insurance is 
being given a place in a course on 
investments presented by the com- 
mittee, sessions being held one morn- 
ing a week for a month. 

This sort of educational work with 
the consumer has tremendous pos- 
sibilities for good. It seems ex- 
tremely difficult to Organize, at least 
in the New York Metropolitan area. 
But the life insurance women who 
have been doing the pioneer work 
described feel that it is the next big 
field of opportunity for the life in- 
surance business. Undoubtedly, 


women underwriters, or perhaps 
even women specially trained and 
assigned to this task, could handle 
the activity more effectively than 
men. 

First of all, a conditioned reflex 
must be broken. The public now 
feels: (1) a person in the life in- 
surance business talking about life 
insurance, then inevitably (2) a per- 
son trying to sell me life insurance. 
The public must be brought to feel 
that they can seek life insurance 
information from life insurance 
people in confidence that it will be 
completely uncomplicated by any 
sales effort or interest. 

Summarizing, women have a pres- 
ently enlarging place in life insur- 
ance home offices and in life insur- 
ance selling. Women may well have 
an important future place in life 
insurance public relations and edu- 
cation. Most important of all, it 
seems possible in the light of current 
developments and the way in which 
women in life insurance are rising 
to the institution’s war time demands 
upon them, that for women in life 
insurance, today’s place of tolerance 
will be exchanged tomorrow for a 
place of appreciation. 
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WEL here we are again. Another holi- 
day season safely tucked away for 
some three hundred and fifty-odd days and 
another January well started. Hope you 
have all your good resolutions firmly made 
and that they include, of course, the pur- 
chase of as many War Bonds and Stamps as 
the old exchequer can possibly squeeze out. 
And, don't forget the U.S.O., etc. 


Speaking of New Year's resolutions and 
plans, we are sure that most people—while 
resolving to make the coming year a better 
one than that just past—wish they had the 
gift of foresight or divination so that they 
might plan their life and fortunes to take 
advantage of the good things and avoid the 
evils scheduled by some providence for the 
coming year. 


JANUARY GUESSING ... 






To be a sure-enough, eighteen-carat, all- 
wool-and-a-yard-wide oracle would be pretty 
useful, eh? If you're in the insurance busi- 
ness (and we presume you are if you're read- 
ing the NEWS) you could have saved a lot 
of human grief and worry and a lot of 
money for the insurance companies if you'd 
been on the “prediction-line" just since the 
turn of this century. 


For instance, in 1900 you could have 
saved ten million dollars in property loss 
and six thousand lives if you could have 
foreseen just two disasters—the Hoboken 
dock fire and the Galveston tornado. And, 
your reputation should have been solid six 
January's later if you had prognosticated the 
Iroquois Theatre fire in 1903, the Baltimore 
fire of 1904 and the San Francisco conflagra- 
tion of 1906, 


. .. AND ALL-YEAR FACTS 


Right down through the years—the end 
of World War | in 1918; the stock market 
crash in 1929; the mid-west floods in 1937; 
the Fall River fire and Tacoma Bridge col- 
lapse in 1941; the end of World War II in 
19—? But, chances are and human nature 
being as it is, you would have either given 
up predicting for lack of public belief or 
would have been jugged as a super-arsonist 
long since. 


Now, we know nothing about the prophecy 
racket but we might suggest (if we wanted 
to be real commercial) that by use of Best's 
Publications you can accurately figure the 
trends of the insurance business for the past 
fifty years. If you know the trends for that 
length of time you can pretty well prophesy 
the future. But, no—we won't suggest it— 
you've probably known that for years. 
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IMPACT OF WAR ON LIFE INSURANGE 
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$ 12,980,000,000 
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$34,750,000,000 
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FAMILY BUYING POWER INDEX 


Budgeted in Column | for average 1933 in- 
come of $120, at average prices of 1933) 


OUTGO 


Food 
Clothing 
ES 
Fuel and Light .. 
Transportation 

Insurance ....... 
Miscellaneous 


Total 
INCOME 
Income 
Balance 





Average Average 
Jan.—Dec. Jan—Dec. 
1933 1939 
$ 30.00 $ 34.77 

20.00 22.82 
24.00 25.55 
8.50 8.47 
12.50 12.82 
10.00 10.67 
15.00 15.88 
.$120.00 $130.98 
*120.00 ** 144.93 
None 13.95 





Jan. Sept. 
1942 1942 
$ 42.12 $ 45.49 

26.42 27.34 
26.57 26.47 
9.01 9.03 
13.23 13.39 
11.09 11.09 
16.82 17.18 
$145.26 $149.99 
**185.14 **204.85 
39.88 54.86 


* Estimated average monthly income per U. S. family in 1933. 


** Based on changes in average 


ayroll per employed worker. 


Oct. 
1942 
$ 46.64 
27.34 
26.47 
9.03 
13.39 
11.09 
17.20 


$151.16 


**209.03 
57.87 


Payroll figures cover industries now 


employing over 19,500,000 workers. September and October, 1942, figures based on preliminary 
data; prior figures on final revised basis. 


from NORTHWESTERN NATIONAL LIFE 
INSURANCE COMPANY, MINNEAPOLIS 
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1942 REVIEWED 


[FE insurance investments in 
L United States government 
bonds will reach approximately 
$9,300,000,000 at the end of this 
year, or more than one-quarter of 
the total admitted assets of all United 
States legal reserve companies, ac- 
cording to a survey by The Associa- 
tion of Life Insurance Presidents. 
The results of the survey are 
contained in a report submitted re- 
cently to member companies by Vin- 
cent P. Whitsitt, Manager and Gen- 
eral Counsel of the Association. 
The amount of federal securities 
held by all such life insurance com- 
panies at the end of 1942 will be 
26.7 per cent of their total admitted 
assets of $34,750,000,000. The esti- 
mated increase in their federal se- 
curity holdings will be nearly $2,- 
300,000,000 during 1942, or more 
than the entire increase in total as- 
sets for the year, according to the 
report, which described the increase 
as “a direct aid by life insurance in 
the prosecution of the war.” 


Other Investments 


Corporate bonds and real estate 
mortgages also were cited as types 
of investments having a significant 
bearing on the war effort. At the 
end of 1942, nearly one-third of life 
insurance company assets, or an esti- 
mated total of $11,000,000,000 will 
be invested in corporate securities 
“representing investments in indus- 
tries supplying transportation, com- 
munication, power, light, water, gas, 
electricity, and many other vital pub- 
lic services, and in industries supply- 
ing such essential necessities as steel, 
iron, lead, aluminum, copper, brass, 
chemicals, rubber, fibers, textiles, 
automotive products, drugs, meats, 
groceries and grains.” Nearly one- 
fifth of total admitted assets, at the 
end of 1942, or approximately $6,- 
500,000,000, will be in real estate 
mortgages “representing investments 
in such vital facilities as farms, small 
homes, apartment houses, hotels, of- 
hee buildings and factories.” 

The foregoing figures, for all 
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companies, were estimated from 
actual data of 49 companies having 
91 per cent of the total admitted as- 
sets of all United States legal re- 
serve life insurance companies. 


Trends 


The report also traced life insur- 
ance investment trends of the past 
20 years as revealed by the data of 
the 49 companies. The most out- 
standing trend thus revealed is the 
increase in holdings of federal secu- 
rities which, in 1931, reversed a 
long-term downward trend and, af- 
ter the end of 1932, mounted from 
2.2 per cent of assets to 21.4 per 
cent at the end of 1941, and, by the 
end of the current year, will have 
advanced, probably, as high as 26.7 
per cent. 

Another notable trend shown by 
the survey is the marked decline, in 
recent years, in policy loans. Ex- 
periencing abnormal increases dur- 
ing the early depression years, policy 
loans rose from 13.3 per cent of 
assets at the end of 1929 to a peak 
of 17.9 per cent at the end of 1932 
and, subsequently, declined to 12.6 
per cent at the end of 1937, in line 
with their pre-depression level. Such 
loans have since shown a further 
marked decline to 7.5 per cent of 
assets at the end of 1942—a low 
point unprecedented in any year 
covered by the survey. The amount 
of the 49 companies’ outstanding 
policy loans at the end of 1942 will 
be about $2,391,000,000 as compared 
with $2,582,000,000 at the end of 
1941 and with $3,044,000,000 at the 
end of 1937. 


Interest 


Pointing out that-one of the most 
unfortunate effects of the falling in- 
terest rate levels of recent years has 
been the burden placed on life insur- 
ance policyholders, “a group repre- 
senting a great cross-section of our 
people and including a vast majority 
of persons of small and moderate 
means,” the report described the ex- 


tent to which investment incomes of 
life insurance companies have been 
reduced since 1930 as a result “of 
the limited outlet of investment 
funds in private enterprises and of 
governmental influence on money 
rates.” The rate of net investment 
earnings of the 49 companies on 
mean ledger assets was reduced from 
5.03 per cent in 1930 to 3.39 per cent 
in 1941, indicating that, for all 
United States legal reserve life in- 
surance companies, net investment 
earnings, for the years 1931-1941, 
were over $3,000,000 less than they 
would have been had the 1930 rate 
continued throughout the period. 


Benefits Paid 


Funds flowing from the companies 
to policyholders, beneficiaries and 
annuitants averaged $2,600,000,000 
in annual volume over the last 10 
years, he stated, and for the year 
1942 will approximate $2,400,000,- 
000. This will include $1,000,000,- 
000 paid as death benefits to bene- 
ficiaries of deceased policyholders, 
and $1,400,000,000 paid to living 
contract holders in the form of ma- 
tured endowments, annuities, sur- 
render values, dividends and dis- 
ability benefits. 


Insurance Figures 


In pointing out that there are 
presently about 67,000,000 policy- 
holders, Mr. Whitsitt reports that 
total life insurance in force in all 
United States legal reserve com- 
panies at the year end is approxi- 
mately $130,000,000,000, or an av- 
erage of about $1,940 per policy- 
holder. The amount in force is the 
highest on record and represents a 
net increase during 1942 of over 4%. 
The in force figure represents an 
estimate based on the figures of 187 
United States legal reserve life in- 
surance companies which had 96% 
of total insurance in force in all such 
companies at the end of 1941. The 


(Continued on next page) 
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1942 Reviewed—Continued 


rate of progress made by life in- 
surance may be seen from the fact 
that 25 years ago (at the end of 
1917) the nation’s policyholders 
(estimated at $25,000,000) repre- 
senting only 25% of the population, 
had in force a total of $27,000,000,- 
000 of life insurance, or an average 
of only about $7,080 ; and that at the 
beginning of the Century the na- 
tion’s 10,000,000 or so policyholders, 
representing only 13% of the popu- 
lation, had a total coverage of $8,- 
500,000,000, or an average of only 
about $850. 


Farm Mortgages 

Other Mortgages 

U. S. Govt. Bonds 

Canadian Govt. Bonds 

Other Foreign Govt. Bonds 

State, County & Municipal Bonds .... 
Railroad Bonds 

Public Utility Bonds 

Other Bonds 

Preferred Stocks 

Common Stocks 

Policy Loans and Premium Notes .... 
Real Estate 


+ Estimated by The Association of Life Insurance 
¢ Based on statistics appearing in Mr. Whitsitt’s 


admitted assets. 


The Agents’ Part 


No review of this nature would 
be complete without reference to the 
great part played in the growth of 
life insurance by the American 
Agency System. Life insurance is 
not bought, it is sold, and the work 
of the American life underwriter has 
attained over the years the stature 
of a profession, requiring a special- 
ized, technical knowledge of the 
principles and uses of life insurance, 
as well as a deep understanding of 
the social stature of the American 
people. For 1942 the amount of new 
life insurance, not including re- 
vivals, increases or dividend ad- 


INVESTMENT TRENDS } 
Admitted Assets (000 omitted) 


1922 1932 

$ % $ 
1,455,025 ( 18.0) 
1,395,428 ( 17.2) 
843,642 ( 10.4) 
191,423 ( 2.4) 
84,469 1.0) 
348,571 4.3) 
1,806,879 ( 22.3) 


/O 
( 9.0) 
( 
( 
( 
( 
( 
( 
252,011 ( 3.1) 
( 
( 
( 
( 
( 
( 
( 
( 


26.8) 
2.2) 
2.4) 
0.1) 
3.9) 

15.0) 
8.6) 
1.8) 
2.2) 
0.5) 

17.9) 
3.9) 
0.1) 
1.5) 
4.1) 


1,706,959 ( 
5,081,912 ( 
421,209 ( 
448,357 ( 
24,713 ( 
738,191 ¢ 
2,848,515 ( 
1,641,459 ( 
72,846 0.9) 334,060 ( 
14,658 0.2) ( 
52,243 0.7) ( 
1,039,500 ( 12.9) ( 
151,489 1.9) ( 
19,377 0.2) ( 
101,643 1.3) ( 
259,943 ae) ( 


415,282 
98 367 
3,408,524 
748,100 
11,571 
290,649 
770,381 





8,089,147 (100.0) 18,988,249 (100.0) 


Presidents. 
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report; they represent figures of 


ditions, purchased from all United 
States legal reserve life insurance 
companies, is estimated at $12,/00. 
000,000, which amount is 7% less 
than the 1941 total—$12,979,251 000 
—which latter was the highest an- 
nual amount since 1931. 

In addition to their regular ac- 
tivities life insurance field men have 
voluntarily undertaken an extensive 
campaign to promote the sale of 
War Bonds. Their magnificent ef- 
forts resulted in total sales or 
pledges of $2,035,000,000 in War 
Bonds up to November 1, 1942, the 
latest date for which figures have 
been published by the National As- 
sociation of Life Underwriters 


1941 71942 
803,000 ( 
5,179,000 ( 
8,500,000 | 
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802,119 
4,904,756 
6,414,353 

625,275 

5,353 ( 
1,696,025 
2,918,519 
4,604,494 
1,773,884 

408,840 ( 

124,179 
2,582,278 
1,643,564 

7,283 

780,797 

645,218 ( 
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1,784,000 
423,000 
129,000 

2,391,000 

1,491,000 

5,000 
500,000 
647,000 
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"29,936,937 (100.0) 31,800,000 (100.0) 


the 49 companies having 91% of total 








THE BOSTON MUTUAL 
LIFE INSURANCE CO. 


Sist YEAR OF SERVICE TO THE 
PEOPLE OF NEW ENGLAND 


A company of high character and standing. 
It is known for its conservative manage- 
ment and strength. 
iy R. BENTON, President 

WARD C. MANSFIELD 
Secretary-Treasurer 
Home Office 
Boston, Massachusetts 
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NON-CAN. POLICYHOLDERS 
IN MILITARY SERVICE 


HE action of seven Massachusetts 

companies in providing a liberal, 
uniform plan for non-cancellable 
policyholders in military service was 
reported in this section in December. 
The two companies with the largest 
amounts of non-cancellable accident 
and health insurance in force not a 
party to this agreement are the 
Pacific Mutual Life Insurance Com- 
pany and the Continental Casualty 
Company, both of which have had 
military service plans in effect for 
several months. 

The plan used by the Pacific Mu- 
tual Life amounts to a waiver of 
premium during military service, 
based on the theory that the policy 
does not cover during military or 
naval service ( Additional Provision 
21) and that the premium must be 
refunded under Standard Provision 
20 for any period not covered by the 
policy. A “Conditional Premium 
Offset Agreement” has been pre- 
pared, under which the policy is con- 
tinued in force during military serv- 
ice through the device of the com- 
pany deeming that the premium has 
heen paid and the assured deeming 
that it has been refunded. Any pro- 
rata unearned premium is also re- 
fundable, and after the end of mili- 
tary service, ninety days are allowed 
for reinstatement. 

A “Termination Rider and Re- 
instatement Agreement” is in use by 
the Continental Casualty Company, 
which stops the policy on entry into 
service, and provides for its rein- 
statement by written request within 
thirty-one days after discharge by 
payment of the pro rata premium 
to the next premium due date plus 
the excess of the reserve required 
at date of reinstatement over the 
reserve at termination. Excluded 
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are disabilities then existing or 
which thereafter occur as the result 
of injury or sickness while the con- 
tract was not in force. Any unearned 
portion of the premium is refunded. 
Obviously, many companies would 
be bound, under the reasoning fol- 
lowed by the Pacific Mutual, to re- 
fund premiums during military serv- 
ice, thereby permitting the continua- 
tion of policies without cost to the 
assured. Policies ordinarily exclude 
injury or sickness “while the in- 
sured is engaged in military or naval 
service,” and often provide for the 
refunding of premiums during any 
period not covered by the policy. 
However, an opinion held by other 
accident and health underwriters is 
that the term “engaged in military or 
naval service” refers to service en- 
tailing more than ordinary civilian 
hazards, that the fact of enrollment 
as a soldier or sailor would not re- 
lieve the companies of liability if 
only usual hazards were present. 


HOSPITAL ADMISSIONS 


HE rate of hospital admissions 

in 1942 will not greatly exceed the 
1941 rate, according to the Ameri- 
can Hospital Association. Up to the 
end of October, there was a cumu- 
lative increase of less than 1% in 
the admission rate for the year, al- 
though for October alone, there 
was a 2.9% increase. The “Blue 
Cross” group hospitalization plans 
reported that hospital admittances 
of members in October were equiva- 
lent to an annual rate of 10.6% of 
eligible participants. 


DOCTORS IN SERVICE 


It has been estimated officially that 
at least two-thirds of the 80,900 doc- 
tors under 45 years of age will be 
required by the Army and Navy. 
That is nearly one-third of Amer- 
ica’s total medical force! 


ARMY FAVORS GROUP 
HEALTH COVER 


HE War Department has issued 

a memorandum encouraging the 
participation of: its civilian em- 
ployes in group health and hospital- 
ization organizations. Dated No- 
vember 6, 1942, the memorandum 
was signed by Wm. H. Kushnick, 
Director of Civilian Personnel and 
Training, and was addressed to the 
Army Ground Forces, Air Forces, 
Services of Supply and General 
Staff. 

The notice stated that a large num- 
ber of personnel losses are directly 
traceable to illness and poor health. 
Personnel offices are instructed to 
investigate “what facilities are avail- 
able locally” and to lend their assist- 
ance to employes interested in par- 
ticipating. 

The “Blue Cross Bulletin,” of the 
Hospital Service Commission pub- 
lished the memorandum in its De- 
cember, 1942, issue. 


ADDS ACCIDENT POLICY 


FULL coverage personal ac- 
cident policy is now being is- 
sued by the Western States Mutual 
Automobile Insurance Company, 
Freeport, Illinois, as a supplement 
to its automobile business. The con- 
tract is written on an “‘occupational” 
basis for farmers and on a “non- 
occupational” basis for others. 
Benefits included cover loss of 
life, dismemberment, total and par- 
tial disability, medical fees for non- 
disabling injuries, and up to one- 
half month’s indemnity for hospital 
or nurse fees. Sample annual male 
rates for $1,000 principal sum and 
$50 monthly indemnity are $8.30 un- 
der the “non-occupational” form and 
$15.00 under the “farmers occupa- 
tional” form. 
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SOLDIERS’ AND SAILORS’ LIFE INSURANCE 
INVENTORY CARD 


ee ee eeeeee eee ewer tees eee 


POLICY INFORMATION 
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Date Policy was Issued 
I ee Ee On ule cdinniwadodid ediate-s 
Address to which Premium Now Goes 


POC eee eee eet eee Eee eee eeeeeeeeeeses 


ee 


Ce a 
ee 


CoP eT eee ereesreeeseeteesesesesseeseseees 






Date Next Premium is Due 
Period it Covers 


Monthly Premium. 





Amount of any Policy Loan Outstanding 
. ..» (Ask your agent or company) 
PREPARED BY THE INSTITUTE OF LIFE INSURANCE 
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SOLDIERS' AND SAILORS' SERVICE 


N important new service for 
Ae life insurance business has 

been developed jointly by the 
Institute of Life Insurance and the 
National Association of Life Under- 
writers, to aid members of the armed 
forces in arranging their insurance 
on entering the service. 

A “Soldiers’ and Sailors’ Life In- 
surance Inventory Card” has been 
prepared and will be distributed na- 
tionally, on which can be recorded 
all the information required in ar- 
ranging insurance details with either 
Army or Navy. 

The card has been prepared and 
is being distributed by the Institute 
of Life Insurance and the local 
phases of the plan are being under- 
taken by the local associations of life 
underwriters, it is announced by Sid- 
ney Wertimer of Buffalo, Chairman 
of the N. A. L. U. Committee on 
Life Insurance Information. The 
agents will be equipped to provide 
cards both for men entering the 
service and to families who already 
have men in the service, and who 
may wish to send the data on to them. 
In many cases, the information will 
be provided or filled in by the agents. 

The inventory card has been pre- 
pared after consultation with army 
men handling life insurance details 
for service men and includes all of 
the information which may be needed 
either in setting up allotment plans 


for paying premiums or securing 
government aid under the Soldiers’ 
and Sailors’ Civil Relief Act in 
maintaining insurance up to $10,000 
or in adjusting the insurance to the 
program provided by the additional 
protection purchased from the gov- 
ernment. 


Civil Relief Act Forms 


Life insurance agents and agency 
directors are entitled to have a sup- 
ply of the application forms neces- 
sary in connection with Title IV of 
the Soldiers’ and Sailors’ Civil Re- 
lief Act, it has been announced re- 
cently. 

The forms, officially known as 
Veterans Administration Form 380, 
are obtainable from H. L. McCoy, 
Director of Insurance, Veterans Ad- 
ministration, Washington, D. C. 
Agents can assist selectees in execu- 
tion of the forms, which are neces- 
sary to secure inclusion of the service 
man’s life insurance policies under 
the Civil Relief Act. It is warned, 
however, that the forms after being 
filled in should not be signed by the 
selectee until he gets into the active 
military service. They should then 
be released through military agen- 
cies, one copy going to the insurer 
and the other to the director of in- 
surance at the Veterans Administra- 
tion. 


REPORTS TO 
POLICYHOLDERS 


PERATIONS of life insur- 
O=« companies in the first 


year of the war make a “story 
of compelling interest” to every 
policyholder which should be told in 
the annual reports, the Institute of 
Life Insurance declares in a bulletin 
distributed to company manage- 
ments. The bulletin suggests that 
each company report should antici 
pate and answer the questions in the 
minds of policyholders: ““How does 
the war affect my life insurance? 
How is my life insurance company 
making out under war conditions ? 
How does it fit into the war effort ?” 
Specific recommendations are 
made as to the inclusion of infor 
mation on certain points of particu 
lar interest and importance to policy- 
holders. Among these are: war 
claims and the war clauses; the war 
record of investments and earnings ; 
the low level of lapses and surrend- 
ers; life insurance as “deferred 
spending”; normal contributions to 
the war effort ; special war contribu- 
tions of the life insurance business 
through promotion of the Keep Well 
Crusade and the sale of war bonds 
by agents; and life insurance after 
the war. 


RATE OF NEW PURCHASES 


Americans are buying more new 
life insurance this year than the total 
amount of life insurance protection 
in force forty years ago. 
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This old hack is like a street 
car...there won't be another 
along in a minute.” 
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MUTUALIZATION 


In view of the price recently paid 
to consummate mutualisation of the 
Prudential Insurance Company, 
would it not have been better for the 
policyholders if the capital stock of 
the company had originally been 
guaranteed capital, with a provision 
for mutualization somewhat on the 
basis employed in organising the 
Massachusetts Mutual, Indianapolis 
Life, etc. which had definite pro- 
visions for mutualisation ? 

Perhaps, technically speaking, if 
an arrangement is made in advance 
for a definite retirement of stock 
under the so-called “Guarantee 
Fund” arrangement, this would be 
better than the organization of a 
straight stock life insurance com- 
pany with no provision for mutual- 
ization and which later decided to 
mutualize. However, there are some 
very practical objections to theoriz- 
ing on this point, because, generally, 
when a stock life insurance company 
is organized there is no idea that it 
will become mutual later on. Social 
ideas advance with the times and 
thus mutualizations in the life com- 
pany field are brought about. Fore- 
sight is a marvelous thing but it 
cannot be enjoyed by everyone. As 
you know, in the early days of the 
life insurance business in this coun- 
try, most of the companies were 
organized on a stock basis, or with 
a “guarantee fund.” There is no 
reason to condemn organization of 
a stock life insurance company just 
because the profit motive is involved. 
Those who advance the stock fund, 
and take the risk of unsuccessful 
promotion, are entitled to a legiti- 
mate profit ; capital is not something 
that can be created over night and 
those who have it, and are willing 
to risk it, are entitled to compensa- 
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tion for this risk, and this fact is 
well recognized in finance. 

On your other question, it ap- 
pears as though we are now passing 
through a transitory stage and ad- 
ditional mutualizations have been ar- 
ranged, such as the Bankers Life of 
Nebraska, the Union Central Life, 
the Ohio National Life, the National 
Guardian Life, the Shenandoah Life, 
Pan American Life, the St. Louis 
Mutual Life. We have nothing 
later to report concerning the mu- 
tualization plan of the Farm Bureau 
Life because so far as we know, no 
change has been made in its status 
since the publication of our 1942 
Life Reports. 





EDITOR'S NOTE 


Our Full Service subscribers are en- 
titled, under their contract, to request 
special information on any life insurance 
subject at any time. Their inquiries are 
received through all channels of commu- 
nication and immediate responses are 
made thereto. Some of these questions 
are presented here, together with the 
editor's answers. All entries are necessarily 
abbreviated and in some cases identities 
are eliminated for reasons which are ob- 
vious. Although we cannot undertake to 
answer-questions of this nature from our 
“News Readers" (our correspondence is 
very heavy and many hundreds of "Serv- 
ice" inquiries are received) we hope they 
will find some interest in this feature. 











LIFE EXPECTATION 


In an article I am preparing, I 
need figures for the population of the 
United States on the expectation of 
life for the years 1900, 1920 and 
1940. I do not know where to go to 
secure such figures and thought that 
perhaps you could help me out. 

The following table, giving the ex- 
pectation of life at birth, indicates 
the information you desire: 


White 
Males Females 
62.94 67.31 
1919-1921* 56.34 58.53 
1900-1902t 48.23 51.08 

* Continental United States. * Registrat'on 
States of 1920. t Original Death Registration 
States. ** From 1900 to 1931 figures relate to 
Negroes only. 


Year or 
Period 
1940* 


Colored ** 
Males Females 
53.04 56.01 
47.14 46.92 
32.54 35.04 


It should be borne in mind that 
the figures for 1900-1902 were com- 
piled from Registration States only. 
At that time the Registration States 
numbered 10 plus the District of 
Columbia. The reason for this is that 
statistics maintained by the other 
States at that time were not con- 
sidered reliable enough for this pur- 
pose. The number of Registration 
States increased with the passing of 
years, and by 1933 all States were 
included. No doubt you are aware 
that population records (non-select 
lives) generally produce higher rates 
of mortality than those based on in- 
surance company records, which are 
based on medically examined (se- 
lect) lives. 


WAR HAZARDS 


Thanks for your two recent let- 
ters concerning War Clauses, etc. I 
know of one Company which had no 
war restrictions in its Disability 
Clauses issued before December 7, 
1941 and, as you know, several other 
companies have definitely agreed to 
restore disability clauses after the 
war without evidence of insurability. 
I admire the attitude of these great 
American companies. We are build- 
ing an Army of 10,000,000 men and 
when they return home after the war 
they will have something to say about 
this question. 

Have you read the article which 
we labeled “British Trends” on 

(Continued on the next page) 





Service Information—Continued 

page 13 of our September 1, 1942 
Life News? We feel that this article 
is most interesting because England 
and the United States are in ap- 
proximately the same position as 
concerns the war and, if you will, 
on our own subject—their insur- 
ance companies, although England 
is several years ahead of us as to 
war experience under its policies. 
We must not forget, however, that 
even England has not suffered so 
far in maximum war mortality, nor 
have we. And speaking strictly from 
an actuarial standpoint, the life in- 
surance companies are presently un- 
der obligation to protect their other 
policyholders, as against those which 
are subject to war hazards. Senti- 
ment, of course, moves us to say that 
it would be ideal if the life insurance 
companies of this country, and Eng- 
land, would waive all of their war 
restrictions on all types of life in- 
surance and associated lines, but we 
are afraid that this would be impru- 
dent in the extreme, because it is 
impossible to ascertain in advance 
the absolute risk involved in any such 
procedure. Safety is of paramount 
importance in life insurance opera- 
tions, and no matter how slight the 
degree of risk involved in broaden- 
ing practices, it establishes danger- 
ous precedents which under like or 
unlike conditions might very well 
result in disaster when employed 
by incompetent managements. 

If certain companies are broad in 
their underwriting practices as con- 
cerns war hazard features, it fol- 
lows that they must have weighed 
carefully the maximum loss _ that 
they would suffer and found it well 
within their ability to assimilate. 
There is room for differences of 
opinion on this subject, but we must 
keep in mind the fact that life insur- 
ance company funds are largely 
trustee funds and they should be 
protected to the maximum degree at 
all times. Taking the matter as it 
presently stands and knowing the 
impossibility of forecasting accurate 
future results, the safe thing is to 
“hedge.” As the situation unfolds 
itself we will be in a better position 
to tell the probable degree of trend, 
but we do not believe that this is 
the time for “willy-nilly” liberalism 
in underwriting. After the war is 
over and the experience is definitely 
known, if it is not of a serious na- 
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ture, the companies could grant lib- 
eral reinstatement requirements, etc., 
and make these retroactive. This is 
a more logical way to cover a hazard 
which cannot be known in advance 
and which might very well become 
serious. 

On the same subject, we must 
remember that the government has 
more or less adequately provided 
for war-time insurance coverage and 
it would seem to us that this is the 
best way to cover the risk because 
the cost of it will be spread over the 
entire nation through the taxing 
powers of the government. We do 
not believe that the extra costs of 
war hazards should be borne by the 
insurance companies, as such, be- 
cause their rates when promulgated 
did not contemplate covering these 
hazards. 


GOVERNMENT BONDS 


What is the amount presently in- 
vested in United States Government 
Bonds by life insurance companies? 

During 1942, it is estimated that 
life insurance companies will have 
increased their government bond 
holdings about $2,300,000,000, thus 
increasing to approximately $9,000,- 
000,000 their total holdings. 


TO PROTECT POLICYHOLD- 
ERS IN ENEMY OCCUPIED 
TERRITORIES 


We have been referred to your 
Bulletin No. 34 where it is intimated 
that a bill is being drawn at the in- 
stigation of Paul V. McNutt for the 
purpose of preserving the insurance 
protection of policyholders presently 
domiciled in, or residents of, ter- 
ritorics now held by the enemy. We 
have made a careful examination 
and have failed to find any such bill 
presently introduced in Congress. 
Please send details. 

The bill to which you refer (which 
carried an initial title of “Life In- 
surance Conservation Act’) has not 
as yet been introduced in Congress. 
We have been assured by one close 
to this situation that the bill will go 


through and will be presented in 
Congress soon, but when, or by 
whom, we cannot tell at present 
Apparently it is an administration 
bill and some one will be designated 
to sponsor it in Congress. Attorneys 
in the office of the High Commis- 
sioner of the Philippine Islands have 
been working on this bill until quite 
recently, and apparently it is ap- 
proaching its final form; at present 
it is in the office of the Secretary of 
the Interior, Harold L. Ickes. 


TEMPORARY HEDGE 


We are a charitable institution 
and one of our patients holds a policy 
in the Blank Life for $1,000 with a 
loan of $150, the premium being 
$25.30 a year. Do you advise paying 
the indebtedness of $150 and thereby 
saving $9 a year interest payment 
Is there any risk in retaining this 
policy. 

We enclose our latest analytical 
report on the company mentioned, 
which you will find is self-explan 
atory. This will give you complete 
financial information on the com 
pany. As to the particular problem 
you bring up concerning the policy 
held by one of your patients, it is dif 
ficult to make any definite recom 
mendation concerning situations of 
this nature because several unknown 
factors enter into it. In this case it 
would appear that the person con 
cerned quite likely is uninsurable 
now, and since this might very well 
be the only insurance on that life 
it would be wise to protect it first 
For a temporary expedient, and act- 
ing merely as a compromise, per 
haps it would be well for you to 
continue to pay the regular premium 
and the interest of $9 on the loan 
per year until it can be ascertained 
just how the company is progressing 
in working out the problem concern- 
ing its assets as mentioned in our re 
port. We suggest that you check 
with us in the latter part of March. 
1943. We then shall be in a better 
position to give you specific in- 
formation regarding the matter, 
after we have analyzed its 1942 
statement. If the situation has im- 
proved sufficiently, there seems to 
be no reason why you should not 
then repay the loan and thereby save 
the extra charge of $9 per year. 
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RECENT DEVELOPMENTS 
IN THE FIELD 


Aetna Life: J. M. Caldwell succeeds the 
late Arthur L. McKnight as the com- 
pany’s general agent in El Paso, Texas. 
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California-Western States: 
been received from Ray T. Cox, Vice 
President and Manager of Agencies, of 
the appointment of Gault Davis as As- 
sistant Manager of the San Francisco 
agency of the company. 


Advice has 
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Cedar Rapids Underwriters Achieve 
Recognition: Robert O. Bickel, C.L.U. 
and Chairman of the Life Insurance 
Section for the sale of War Bonds in 
Cedar Rapids, has informed us that the 
city has received a flag in recog- 
nition of the success of the 10% payroll 
deduction campaign. 

The local newspaper in 
thereon states: “As for the groups that 
have taken part in the campaign, none 
is entitled to more credit than the Cedar 
Rapids Life Insurance Underwriters, 
who shouldered the task of selling the 
payroll deduction plan to firms employ- 
ing more than 25 persons. A total of 
18,119 employees were included in that 
bracket, and 17,354 of them are now 
participating in the program, 14,737 for 
at least 10% of their income. Of the 
$3,507,640 now committed to the War 
Bond program on. the payroll deduction 
$3,049,453 will come from groups 
contacted by the insurance men who 
clearly have done a grand job, as have 
their colleagues all over the country. 
WV a is a member of the C. Vl’. 
Shepherd Agency of the National Life of 
Vermont and the “T” award is the first 
presented to any city. 


commenting 


basis, 
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Chicago Association of Life Under- 
writers, Inc.: Life insurance offices in 
Chicago will cooperate with the Federal 
Office of Vital War Transportation by 
staggering hours of workers, according 
to information recently received from 
President James H. Brennan. Under the 
new plan offices will either open one-half 
hour earlier or close one-half hour later. 
\s an alternative, the office force can 
he divided up, with some beginning at 
8:30 and others at 9:30. The hours of 
quitting would then be 4:30 and 5:30, 
respectively, 
x* «ke 


Colonial Life: The company recentlv 
announced the retirement of E. B. Grif- 
fith and Hugh Matheson, Assistant Sec- 
retaries who have continuous service rec- 
ords from 1900 and 1909, respectively. 
Andrew Herschel and William C. 
WcFee ely were elected as successors. 
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Columbian National Life: The consol- 
idation of the two Los Angeles branches 
has recently been announced by the com- 
pany. The new agency will be located 
in Suite 226, 510 west 6th Street and will 
be under the supervision of T. E. Allen. 


x *«* 


Franklin Life: Whitlow Wyatt, star 
pitcher for the Brooklyn Dodgers, has 
joined the company’s Rome, Georgia 
Agency. 

x «* * 


Great-West Life (Can.)}: Results of the 
November Sales Contest sponsored by 
the Great-West Life, Winnipeg, to honor 
its members in the armed forces, went 
beyond all expectations and the produc- 
tion for the month represented the larg- 
est November on record in the history 
of the company. New applied business 
and placed business both showed gains 
of more than $2,500,000 over November 
last year. 
x *«* * 


John Hancock Mutual: Effective Jan- 
uary 1, William Shaw retired and Ed- 
ward J. Brennan succeeded him as Dis- 
trict Manager for the company at Spring- 
field, Mass. John F. Clarke and Samuel 
M. Kenison have been appointed Field 
Supervisors for Detroit and Chicago, re- 
spectively. 
2 2 


Life Insurance Sales Research Bureau: 
Elizabeth C. Stevens has recently com- 
pleted 20 years’ service with the Bureau. 
In commenting on the anniversary, the 
Bureau’s Manager John M. Holcombe, 
Jr. stated that Miss Stevens joined the 
Bureau after it had been operating only 
11 months. She thus became the third 
full time member of the staff and today 
is one of the two members who have 
been associated with it during its entire 
history. 
x* * * 


Mutual Benefit Life: Alfred J. Lewal- 
len, C.L.U. has been appointed as Sales 
Supervisor for the company in the Pitts- 
burgh office. He succeeds William E. 
Davis, who recently became General 
Agent in Richmond, Virginia. 
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Mutual Life of N. Y.: Harold L. Tay- 
lor, Manager of the Taylor Agency in 
New York City, recently resigned. His 
Agency has been taken over by John L. 
Kassoff, Manager, at 30 Rockefeller 
Plaza. The field underwriters formerly 
under Mr. Taylor, will now be under Mr. 
Kassoft 


To render the greatest possible service 
to policyholders who have entered or 
who in the future may enter the Armed 
services, the company has set up a home 
office department known as the Policy- 
holders’ War Service Bureau. 

At the request of W.P.B. the company 
has contributed 253 typewriters, repre- 
senting over 20% of the company’s sup- 
ply manufactured since January 1, 1935. 
Eighty-eight of these are from the home 
office and the balance from its Agencies. 

J. L. McMillin, C.L.U., Manager at 
Philadelphia for one of the company’s 
agencies there since 1938, has been trans- 
ferred to Memphis, Tenn. in a similar 
capacity. He succeeds Perrin H. Lowry, 
who has retired under the company’s 
plan. 

x « *® 


National Negro Insurance Association 
Sponsors Bond Rally: President 4. T. 
Spaulding issued a Proclamation to all 
members of the Association in the early 
part of December. He stated in part: 
“ . . do hereby proclaim the period from 
December 14, 1942 to January 15, 1943 
(both inclusive) as a period for invest- 
ing in the ‘Four Freedoms’, through the 
purchase of War Savings Bonds and 
Stamps and set aside December 18th as 
National Insurance Bond Rally Day 
when all insurance representatives will 
be asked to solicit applications for War 
Bonds and Stamps instead of applica- 
tions for insurance, and one day in each 
succeeding week of the period for a 
similar purpose. The effort will be known 
as ‘Four Freedom-Victory Bond Rally’.” 


x*kek 


National Service Life Insurance: Bills 
have been introduced in both the House 
of Representatives and the Senate to 
permit war correspondents to apply for 
such insurance. 

x * 


Occidental Life (Cal.)}: Keith J. Peter- 
sen, a veteran member of the Minnesota 
life insurance fraternity, has been ap- 
pointed Manager of the company’s Min- 
neapolis branch. He succeeds John L., 
Gillstrap, who is now a Lieutenant in the 
Navy. 
x * * 


Ohio Insurance Department: John A. 
Lloyd, Superintendent recently issued a 
memorandum to all life insurance com- 
panies licensed to do business in the state 
of Ohio. This memorandum stated: 
(Continued on next page) 
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Recent Developments—Continued 
“From time to time this office receives 
complaints from assureds to, the effect 
that they have paid renewal premiums to 
agents subsequent to the termination of 
such agents’ contract with the companies, 
the assured having no notice or knowl- 
edge of such termination.” 

To eliminate this situation Mr. Lloyd 
suggests: “We are convinced that much 
of this kind of abuse could be avoided 
if companies would take the precaution, 
upon termination of an agent’s contract 
and cancellation of license, to give notice 
of such termination to all assureds from 
whom the agent shad been collecting re- 
newal premiums.” He further states: “If 
companies do not take this precaution, 
and if ex-agents collect premiums, we 
shall expect such companies to give full 
credit for premiums paid to such ex- 
agents, to consider such policies as paid 
for the term covered by such premiums 
and to pay any claims arising under such 
policies.” 

2 2 


Pacific Mutual Life: This company has 
joined several others which recently made 
substantial purchases of United States 
Government Bonds. The amount invested 
was $10,000,000 and brings the com- 
pany ’s total to $60,000,000 as of Dec. 5, 
1942. 
ss Rr @ 


Pilot Life: J. M. Waddell, Vice Presi- 
dent and Agency Manager announced 
recently that the company is offering 
United States War Bonds to their ordi- 
nary agents in lieu of a convention. The 
requirements for such bonds are liberal, 
and it is expected that a large number of 
men will qualify for them. Business to 
count must be submitted in 1942 and paid 
for by January 20, 1943. 


x x * 


Provident Life & Accident: Robert L. 
Maclellan, Vice President, now on leave 
for the duration, has just received a 
promotion to the rank of Major in the 
United States Army, having previously 
been a Captain. He left the company 
last April, and was assigned with the 
Finance Division as Officer in Charge of 
the insurance for the War Department, 
handling insurance under the National 
Service Act for members of the Army. 


x* * 


Prudential: Sayre MacLeod, for the past 
13 years Supervisor of Ordinary Agen- 
cies, has been elected Assistant Secretary 
to fill the position left vacant by the 
sudden death of the late A. E. N. Gray. 
Mr. MacLeod, a C.L.U., will have gen- 
eral supervisory duties in the Ordinary 
Agencies and in addition will have spe- 
cific supervision over the eastern group 
of agencies covering the metropolitan 
area. 

W. Jackson Letts, Assistant Super- 
visor, has been promoted to the position 
of Supervisor and will have charge of 


the western group of Ordinary Agencies. 





Shenandoah Life: Henry E. Thomas. 
Vice President, has advised us of the «p- 
pointment of Mrs. Amy C. Van Pelt and 
Mr. P. C. Faw to the position of As- 
sistant Secretaries. Mrs. Van Pelt has 
been with the company since 1920, while 
Mr. Faw’'s service dates back to 1927 


x *k * 
Union Central Life: President Walter 
E. Barton, of the Charles B. Knight 


Agency, announces the appointment of 
G. Henry Define as Assistant Manage: 
Mr. Define succeeds Maurice Ziff, who 
has been given a leave of absence for 
the duration to undertake his new duties 
as a Captain of the Coast Artillery Anti 
Aircraft Division, located at Cam 
Eustis, Virginia. 


xk xk 


Union Mutual (Me.): The Union Mu- 
tual of Maine has created a new plan for 
meetings which will be in effect for the 
duration, according to information r¢ 
ceived from Rolland E. Irish, President 

Due to stringent travel restrictions, 
three top agency managers and Glenn 4. 
Stearns, superintendent of agencies for 
home office, were selected as Regional 
Managers. These Regional Managers 
will act as liaison men between the home 
office and the field. They will also meet 
with home office officials from time to 
time to solve mutual problems. 

Mr. Stearns mentioned above will have 
his headquarters at Nashua, N. H. Jesse 
J. Letts will be in Buffalo: Fred 7 
Jordan in Portland; and Michael J 
Denda in New York City. 


Se & 


United States Life: After a recent in 
spection tour of Cuba, Richard Rhode 
beck, Superintendent of Agencies, reports 
that production is rapidly increasing in 
that territory. Brokerage business is be 
ing steadily developed and, together with 
increasing activity in the provinces of the 
island, will increase the volume by over 
50% during the next six months, he pre 
dicts. James C. Fishwick, Manager of 
Group Sales, also made a trip to Cuba 
and believes that that country is a fertile 
field for Group insurance. Mr. Rhode 
beck and Mr. Fishwick also attended the 
official opening of the company’s new 
quarters in one of Havana’s most modern 
office buildings. 


HOLOHAN CHIEF 
EXAMINER 


PPOINTMENT of Martin E. 

Holohan as Chief Examiner of 
the Company Examination Branch 
of the Illinois Department of Insur- 
ance was announced recently by Di- 
rector Paul F. Jones. Mr. Holohan, 
whose home is in Chicago, succeeds 
Lorenz O. Jost who resigned as of 
November Ist. 
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Duty of Insurance Company to Notify 
Insured that Cash or Loan Value, 
Reserve or Dividend, Is Insuffi- 
cient to Meet Maturing Premium. 


HE premium due on June 29, 

1934 was not paid by the insured 
and the company applied the net 
loan value of the contract, or $19.29, 
to extend the insurance at the then 
attained age of the insured, until 
August 6, 1934. The insured died 
on September 26, 1934. The policy 
contained a provision that if any 
premium be not paid when due the 
company shall first apply any with- 
drawable surplus to pay the same 
and the remainder of the premiums 
due, if any, shall be charged against 
this policy as a loan, if the respective 
loan value be sufficient to cover such 
advance, in addition to any existing 
lien and accrued interest; provided 
that if the credit be not sufficient to 
cover the entire premium when due 
the company shall apply the same if 
sufficient to pay the premium for a 
shorter period, but not less than a 
full quarterly premium ; and that no 
grace shall be allowed under this 
provision. The Court of Appeals 
held that while the net loan value 
of the policy was not sufficient to 
pay a quarterly premium and, there- 
fore, the policy was not automati- 
cally extended for such period, it was 
the implied duty of the company to 
notify the insured of the amount of 
loan value available, a reasonable 
time before the premium was due 
so as to enable him to use such 
equity, if sufficient, or pay the 
amount necessary to keep the policy 
in force, and because of the com- 
pany’s failure to give such notice 
the policy continued in force until 
the date of the insured’s death. 

The Georgia Supreme Court re- 
versed the decision of the Court of 
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Appeals and held: 

“That the decision of the Court 
of Appeals and previous decisions 
of the Court of Appeals in other 
cases are erroneous on the ground 
that there is nothing in such an 
automatic loan provision to create 
an obligation upon the insurance 
company to notify the insured 
that the loan value of the policy 
is insufficient to meet a premium 
due and unpaid. The court stated 
that the fact that the amount of 
the net loan value was a matter 
exclusively within the knowledge 
of the insurance company, was not 
a loan sufficient to give rise to an 
obligation on the part of the com- 
pany to give the insured the in- 
formation with respect thereto in 
the absence of a request therefor 
on his part and that, the burden 
of keeping the policy in force with 
due and prompt payment of pre- 
miums resting on the insured, 
simple diligence on his part re- 
quired that if he desired to pay 
only the difference between the 
net loan value of his policy and the 
amount of the premium he should 
so notify the insurance company 
and inform himself of the facts.” 
General American Life Ins. Co. v. 
Butts, 193 Ga. 350; 18 S.E. (2) 
542; 140 A.L.R. 677. 


inclusion or Exclusion of First or Last 
Day in Computing Period of Time 
Described by Insurance Policy. 


HE policy was issued date 

October 5, 1930, pursuant to an 
application dated December 25, 1930, 
signed by the insured and request- 
ing that the policy be dated October 
5th and the premium computed at 
age 52. If it had been issued October 
6th it would have carried premium 
at age 53. In the table of extended 
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values the policy provided that when 
four annual premiums had been paid 
the policy shall have extended in- 
surance value of four years and 
four months. The insured paid four 
annual premiums but failed to pay 
the fifth. Having failed to exercise 
any other option provided by the 
policy he automatically became en- 
titled to extended insurance. He 
was notified of this fact by the com- 
pany and advised that his policy was 
continued as non-participating term 
insurance dating from October 5, 
1934. Upon further inquiry by the 
insured as to the precise date when 
his insurance would expire the com- 
pany replied it would continue under 
this feature to February 5, 1939. The 
insured committed suicide on Febru- 
ary 5, 1939. Was the extended in- 
surance provision of the policy in 
effect on February 5th or did it 
expire on February 4th? 

The court held that no recovery 
could be had on the policy for the 
death of the insured on February 5, 
1939, the period of extended insur- 
ance having expired on the previous 
day, February 4th, since, applying 
the test of the intention of the par- 
ties, the policy and extraneous cir- 
cumstances show that the date of 
commencement of the policy, and 
consequently the period of extended 
insurance, is October 5th, not 
October 6th, notwithstanding the 
usual rule that the first day is not 
to be included in any computation 
of time; and also notwithstanding 
letters written by the insurer to the 
insured after the lapse of the policy 
to the effect that the extended insur- 
ance would be in effect from 
October 5th, 1934 and “to” Febru- 
ary 5th, 1939. American Nat. Bank 
v. Service L. Ins. Co., 120 Fed. (2) 
579 (7th Cir.). 


(Continued on next page} 





Legal Spotlight—Continued 


Effect of Insurer's Wrongful Rejection 
of Insured's Claim Under Disability 
Clause of Life Policy. 


HE insured had two life insur- 

ance policies of $5,000 each, con- 
taining an indemnity clause provid- 
ing for waiver of premium and pay- 
ment to the insured or the benefi- 
ciary of $10 per month for each 
thousand dollars of insurance in the 
event the insured became totally 
and permanently disabled as the re- 
sult of bodily injury or disease oc- 
curring or originating after the is- 
suance of the policy, so as to be pre- 
vented thereby from engaging in any 
occupation and performing any 
work for compensation or profit, 
and that such disability had already 
continued uninterruptedly for a 
period of at least three months. 
The insured fell backward through 
an open trap door, sustaining in- 
juries to his back, necessitating the 
removal of three lower coccyx bones. 


pee Unitep Lire is show- 
ing the way with progressive 
up-to-the-minute plans that are 
geared for next year and the years 
after the war... as well as for the 
present. Agents have a complete 
line of participating and non-par- 
ticipating plans to fit any condi- 
tion—and they, too, enjoy large 
renewal commissions during the 
early years of each contract. 
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He remained in the hospital more 
than thirty days and after being 
taken to his home was taken to the 
doctor’s office two or three times a 
week, and went to his place of busi- 
ness about an hour a day. The 
family physician testified the in- 
sured could do only mental work in 
the conduct of his business. Ap- 
plication for disability benefits was 
duly made and payment refused by 
the insurance company. No further 
premiums were paid on the policies 
and insured died without recovering 
from the accident. The insurance 
company declined payment to the 
beneficiary on the ground that the 
policies had lapsed. 

The court held that although the 
insurance company had denied lia- 
bility after notice of the insured’s 
disability and the insured had taken 
no action to have the question 
whether he was totally and_per- 
manently disabled determined, nev- 
ertheless, disability benefits accrued. 
Accordingly, it further held that the 
insurer was bound to apply these 
benefits to the payment of premium 
in order to prevent a forfeiture, the 
court stating that when the insurer 
rejected the proof it took the chance 





“Uh United Life and Accident 


Insurance Company 
CONCORD, N. H. 


Representatives 
have something unusual to sell. 
Ask the man who owns a United 
Life and Accident Insurance 
contract which contains: 


1. Life Insurance 

2. Double Indemnity 
3. Triple Indemnity 
4 


. Non-cancellable 
Accident Insurance 


Waiver of Premium 
Territory Available for New Gen- 


eral Agencies in Pennsylvania 
and Delaware 





Write 
WILLIAM D. HALLER 
Vice President and Agency 
Manager 

















of its being determined as an issue 
of fact that the insured had suffered 
the disability contemplated by the 
disability clause and that nothing 
in the policy required the insured 
to bring suit to have that issue of 
fact judicially determined. It was 
further held that although the 
statement of the insured in his aj 
plication for reinstatement was sufti- 
cient evidence of his recovery from 
the disability as to bar further in- 
demnity under the disability clauses, 
yet these clauses had been in effect 
for a sufficient time so that more 
than enough indemnity had accrued 
and remained unpaid to pay the pre 
miums on the policy until the insured 
died. 

The result in this case is in har 
mony with the general rule an 
nounced in 3 Couch on Insurance, 
Section 616, that if an insurer is in 
debted to an insured and has, or 
should have, in its hands sufficient 
funds helonging to and due him to 
pay an assessment or premium when 
due, it cannot forfeit his policy or 
certificate for nonpayment, — but 
rather shou!d appropriate such funds 
to prevent a forfeiture, no matter 
from what source the funds were 
derived. Greenberg v. Metropolitan 
Life Ins. Co., 379 Ill. 421, 41 N.E 
(2) 495; 140 A.L.R. 775. 


STEVER CHAIRMAN 


R' IN STEVER, district manager 
for the Equitable Society at Pasa- 
dena, has been elected to the chair 
manship of the Million Dollar Round 


Table of the National Association 
of Life Undefwriters, it is an- 
nounced by Robert P. Burroughs, 
National Life of Vermont, Man 
chester, N. H., retiring chairman 
who conducted the election. Mr. 
Stever’s associates on the Executive 
committee of the Round Table will 
be Alfred J. Ostheimer, III, agent 
for the Northwestern Mutual in 
Philadelphia, and John E. Clayton, 
agent for the Massachusetts Mutual 
at Newark, N. J. 

Since the Round Table did not 
hold its customary annual meeting 
in 1942, the election was conducted 
by mail ballot. Mr. Stever is the 
seventeenth chairman of the Round 
Table, which was organized at the 
National Association’s Memphis 
convention in 1927. 
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‘SELLING TIPS 


from The HOME 


THE ASSESSOR'S LIST 


| READ two papers every day,” re- 
lated Ralph C. Peterson at a recent 
Panel Discussion on Prospecting, 
“checking them for social events, 
names of boys and girls going to 
camp, deaths, births, marriages, etc. 
I don’t call immediately on the mar- 
riages and births, because every 
other salesman is calling then. In- 
stead I enter all the information in 
my card index and call in six months. 
The summer camp source is particu- 
larly good, because such camps cost 
from $300 to $400 a season. The 
assessor’s list is good, too. After 
picking a good street from the list, 
I write down the name, age, and oc- 
cupation of the man and wife. The 
city directory gives me his business 
address. This assessor’s list fur- 
nishes me with about 50 per cent of 
my business.” | 


New England Mutual 


xk 


GET THE PROSPECTS 


RY deeply enough into the meth- 
ods of the successful salesman 
and his less successful brother and 
you will find that the difference be- 
tween them lies largely in their pros- 
pecting method and in the size of 
their prospect files. Sales are the 
goal of every salesman. But to make 
sales he must have interviews. If 
there are to be interviews he must 
make calls. And to make calls he 
must have prospects. The whole 
procedure hinges on the availability 
of prospects, because without them 
the rest of the sales procedure can- 
not take place. So why not plan to 
/o something about the prospecting 

problem—and keep on doing it. 
Franklin Life 
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DON'T FORGET A & H 


NUMBER of life agents and 
other producers that are working 
among defense and war industry 
employees are finding a splendid 
market for health and accident in- 
surance. Many of these are getting 
good wages and very frequently will 
take an accident policy covering all 
accidents even though the work- 
men’s compensation act applies in 
case of occupational injury. They 
desire complete coverage. Inasmuch 
as a worker’s time is exceedingly 
valuable these days, the argument 
for health and accident is appealing. 
Franklin Life 


x * * 


START IT ANYWAY 


HEN you meet a prospect who 

seems sold on the idea of insur- 
ance but gives as an excuse for de- 
laying his purchase the fact that he 
wants to talk it over with his wife, 
the NEAR East BULLETIN suggests 
the following: 

“What would happen at the be- 
ginning of the month if you were to 
go to your wife and tell her that you 
wanted to discuss seriously with her 
whether you should pay the rent for 
the month and give her the usual 
housekeeping money? Wouldn't 
she probably call a doctor? 

“It sounds ridiculous, doesn’t it? 
But when a man asks his wife to 
decide whether or not he should take 
Life Insurance he may be doing just 
exactly that. He is letting her decide 
whether in the event of his death 
there should be money for the rent 
and the housekeeping. Isn’t it a 
question to which there can be only 
one answer, Mr. Prospect ?” 

Manufacturers Life (Can.) 


OFFICE 


CASH WITH APP. 


HENRY HAZEL, with Penn 
Mutual’s Royer agency at Chi- 
cago, gets money with the applica- 
tion in 19 out of 20 cases. He says 
it’s very simple. He fills out the 
binding receipt, tears it out and 
hands it to the applicant, saying, 
“Here is your receipt.” The ap- 
plicant may hem and haw and do a 
lot of strange things, but he almost 
always ends up by writing a cheque. 
Which reminds us that one of the 
most prolific users of binding re- 
ceipts we have ever known says the 
best way to get cash with the appli- 
cation is to ask for it. “You can 
believe this or not,” he told us, “but 
that’s all I have to do in a large 
majority of the prepayment cases 
I write. Just ask for the money and 
you'll be surprised how often you'll 

get it.” 
Mass. Mutual Life 
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ARE YOU GETTING YOUR 
SHARE? 


EST available information in- 

dicates that the pay check of the 
average American worker has in- 
creased about 34% since 1939 while 
living costs have increased about 
13%. This gives a spendable margin 
of 21%. 

Also, between now and July 1 next 
year there are about $10,000,000,000 
worth of consumer goods going off 
the shelves of the retailers which 
cannot be replaced. There is a grow- 
ing surplus in the pocketbooks of 
wage earners which will not be 
siphoned off either by increased 
taxation or War Bond sales. 


Pacific Mutual 
(Continued on the next page) 








BUILDING A CLIENTELE 


WRITE a substantial number of 

cases every year, and I think it 
is difficult for anyone who has been 
active in the business a long time not 
to keep building a clientele. . . . 

We all go through times when 
we are in a low frame of mind. | 
have solved that problem for myself, 
however, and I have a method by 
which I retain the proper mental 
attitude: I carry a list of all my pol- 
icyholders who have died or have be- 
come disabled. Every day I look at 
this list and find it invaluable... . 
for practically every claim we have 
paid went to the family of a man 
who originally indicated that he did 
not want to buy life insurance. And, 
when I deliver the check, I find that 
the family is very glad I per- 
sisted. ... 

If you cannot sell yourself a life 
insurance contract, how can you sell 
others? When I know an agent who 
has a substantial amount of life in- 
surance, I know his mental attitude 
is 100% correct. I get a little weary 
of life insurance men who do not 
own a substantial amount them- 
selves. ... 

Before you go into an interview 
you should picture the conditions 
which would exist if your prospect 
did a particular thing, or which 
would exist if he did not. You will 
be surprised at the kind of an inter- 
view you will have. Your prospect 
can sense how sincere you are... . 

Equitable (N. Y.) 
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FUTURE UNEMPLOYMENT? 


NE of the more frequently en- 
countered objections to the pur- 
chase of Life Insurance at this time 
uses the argument that the prospect 
might not be in a position to continue 
premium deposits if there is a pro- 
longed period of unemployment fol- 
lowing the war. 
One method of meeting this objec- 
tion is to say to your prospect : 
“Mr. Smith, what you say is quite 
true and you are a wise man to take 
it into consideration before making 
any decision on a matter of this im- 
portance. However, I think you will 
agree that you can afford the pre- 
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mium now—and if necessary you 
could pay a little more than the 
premium to give yourself a reserve 
against years when your income may 
be reduced. I am suggesting that 
while your earnings continue at their 
present rate you pay two annual 
premiums each year, thus effecting a 
considerable saving to yourself 
through the discount offered by the 
Company, and also placing your pol- 
icy in a position where it could be 
carried despite two or three years of 
financial difficulty.” 

Manufacturers (Can.) 


UNDERWRITER'S CREED 


(N.A.L.U. Committee on Agency 
Practices) 


I Believe It Is My Responsibility: 


1. To hold my business in high 
esteem and honor its prestige. 

2. To keep my clients’ needs up- 
permost. 

3. To respect my clients’ con- 
fidence and hold in trust personal 
information. 

4. To render continuous service 
to my clients and their beneficiaries. 

5. To use all proper methods in 
enthusiastically persuading clients to 
protect insurable needs. 

6. To present accurately and 
completely every fact essential to 
my clients’ decisions. 

7. To develop my ability and 
improve my knowledge through 
constant study. 

8. To devote myself exclusively 
to life underwriting as a career, 
working consistently and according 
to a program. 

9. To be fair in my relations 
with colleagues and competitors, al- 
ways placing the client’s interest 
first. 

10. To understand insurance laws 
and regulations, and to observe them 
in letter and in spirit. 

11. To endeavor to submit only 
the applications of persons con- 
forming to the physical, moral, and 
financial requirements of my Com- 
pany. 

12. To be loyal to my associates, 
my agency, and my Company. 

—Provident Notes. 


HOW GOES THE MONEY 


NYBODY could guess that a ot 
more of our money goes for in- 
dulgence in drinks, smokes, movies 
and cosmetics than for new life in- 
surance premiums but anyone gets 
a jolt when they learn the ratio of 
our sense to nonsense is about | to 
25. 
George E. Lackey, the well known 
Massachusetts Mutual man in De- 
troit, has compiled the following 





table: 
Thou 
sands 
1. Motion Picture Shows .. $1,000,000 
me. SOUT IOUS. 5c ocncces as 400,000 
3. Candy, Ice Cream, Chew 

ae er ee 1,600,000 
a ee ree 1,000,000 
MN as Kane osa kis aan. o 6 175,000 
6. Chewing—Smoking To- 

RIN asa kates sale baee 200,000 
eee 450,000 
8. Alcoholic Beverages ... 3,750,000 

i oy Yt i eee $8,575,000 
1941 New. Life Insur- 
ance Premiums .... $ 350,000 


More dollars should go into Life 
Insurance protection. Are you giv- 
ing the business everything you 
have? 

National Life (Vt.) 


= &.@ 


ORGANIZING 


RESIDENT T. A. Phillips ad- 

Vises in part: “Wars are not 
necessarily won by nations of the 
largest populations ; not necessarily 
by those of the greatest military or 
scientific genius; nor even by those 
possessing the greatest natural re- 
sources. 

Wars are won by nations with the 
ability to make the most complete 
job of organizing the resources and 
materials they have, and to do the 
quickest job of mobilising these to 
the points where they can be utilized 
best. This simple truth is being 
brought home to the American 
people day by day as the great war 
progresses. 

Let us not assume that this ap- 
plies only to the winning of wars. 
The principle stated applies with 
equal force to all human endeavor. 
It can be applied, in our case, to 
Company, to Agency, to the indi- 
vidual. . . .” 

Minnesota Mutua! 
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RATE AND OTHER CHANGES 


found detailed information concerning announce- 

ments made by the various companies relating to 
dividends and interest rates for 1943. Below we give 
the results of a questionnaire sent to all companies ask- 
ing whether, there would be any changes in war clauses, 
premium rates, reserve basis, cash values, and Settle- 
ment options. The information is grouped under three 
headings—non-participating | companies—participating 
companies—and companies which write both participat- 
ing and non-participating. In explanation of the fol- 
lowing, where the designation “No Changes” appears, 
this means that no changes have been made in any of 
the five items mentioned above. 


|’ A separate table in this issue on page 34 will be 





Non-Participating 


Amalgamated Life & Health, No Changes ; American 
Ala.), Premium rates to be increased January lst— 
settlement options 24%% instead of 342% allowed on 
proceeds left with company; American National 
(Texas), contemplates changing war clause, premium 
rates and settlement options—no change in cash values 
or reserve basis; American Reserve (Nebr.), No 
Changes; Atlas (Okla.), No Changes; Columbian Na- 
tional, No Changes; Conservative (W. Va.), No 
Changes; Durham (N. C.), No Changes; Empire L. & 
A., No Changes ; Eureka-Maryland, No Changes; Fed- 
eral Life & Casualty (Mich.), Will adopt war clause 
recommended by Insurance Commissioners—contem- 
plates change in premium rates, cash values, settlement 
options and reserve basis to American Men 3% ; Federal 
(1ll.), Adopts 3% basis—see Company Section; Great 
Northern (Wis.), War Clause changed—no other modi- 
fications ; Home State (Okla.), will change War Clause ; 
International Travelers, No Changes; Interstate L. & 
A., No Changes; Kansas City Life, No Changes; Life 
& Casualty (Tenn.), No Changes ; Lincoln Income, No 
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Changes; Maritime (Can.), Contemplates change in 
rates; Missouri Insurance Company, No Changes; Na- 
tional Aid (Okla.), No Changes; National Home 
(Mo.), No Changes ; Old Republic-Credit, No Changes ; 
Pyramid (Ark.), No Changes; Reliable (Mo.), No 
Changes ; Rockford (IIl.), No Changes ; Southern L. & 
H., No Changes; Southwestern (Tex.), Contemplates 
increasing premium rates and cash values with lower 
settlement options—reserve basis will be changed from 
3% to 24%% on Immediate Annuities and from 34% 
to 3% on other policies; State National, No Changes; 
Texas Prudential, No Changes ; Travelers, some changes 
—see Company Section; United Benefit, No Changes ; 
United L. & A., No Changes; Western & Southern, 
No Changes ; Wisconsin National, No Changes. 


Participating 


American Mutual (Ia.), will adopt Commissioners’ 
recommendations for War Clause; Confederation 
(Can.), contemplates change in settlement options dur- 
ing 1943; Continental American, changes contemplated 
in premium rates January Ist (increased about 4%), 
cash values changed, settlement options—Life Income 
Option on 2%% basis—reserve basis 242% American 
Experience, N. J. Standard; Equitable (Ja.), Change 
in settlement options, see Company Section this issue ; 
George Washington, War Clause change; Hoosier 
Farm, no dividend scale—no changes contemplated ; 
Loyal Protective, War Clause change to follow Insur- 
ance Commissioners’ recommendation ; Midland Mutual, 
War Clause change January Ist to follow Insurance 
Commissioners’ recommendations, except with respect 
to the 6 months’ restrictions in sub-paragraph 2 of “Uni- 
form Recommendations”—Joint and Survivor Option 
added to settlement options effective January Ist; New 
England Mutual, Some changes—see Company Section ; 
Union Mutual (Me.), War Clause change expected. 





Participating and Non-Participating 


Century-Educators (Tex.), No dividend scale—no 
change contemplated ; Franklin (/Il.), expects to change 
in 1943 premium rates, cash values, settlement options 
and reserve basis; Great Northwest, non-par rates in- 
creased December 3lst—interest on settlement options 
reduced to 3% except on withdrawable deposits, which 


> will be reduced to 1.5% ; Pan American, adopts par line 


—see Company Section; St. Louis Mutual—company 
is to be purely mutual and entire rate schedule will be 
re-vamped—no details at present; Security Life & 
Trust, following changes probably June 1st—premium 
rates, cash values (undecided about settlement options), 
reserve basis to 3% American Experience (Illinois 
standard). 
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1 
Date Dividend 2 
Company Scale is Effective Scale is: 


Continued (v ) 


American Home (Kans.) ..... 1/1/43 Continued 
American Mutual ............. 5/1/42 Continued 
AGowee Lite CVS.) 2.0.2.5. 4/1/42 Reduced 
SS Ee ee en Continued 
Bankers Life (Nebr.) ......... 4/1/43 Undecided (j) 
Bankers National (N. J.) ..... 1/1/43 Decreased 
ie al ae a 5/1/42 Decreased 
Se ree 1/1/43 Continued 
Calif—Western States ........ 1/1/43 Continued (r) 
NE RE a oe ne 7/1/42 Continued 
IER EEE. CODON: Co icccce > | a wewee Continued 
Central Life (Iowa) .......... 5/1/42 Continued 
Columbus Mutual ............. 1/1/43(i) Revised 
Confederation (Can.) ......... 1/1/43 Decreased (m) 
Connecticut General .......... 1/1/43 Decreased 
Connecticut Mutual ........... 1/1/43 (r) Decreased 1414% 
Continental American (Del.) .. 1/1/43 Continued (n) 
Dominion (Canada) .......... 7/1/42 Continued (c) 
US  & 6 eee 1/1/43 Continued(w) 
Equitable Life (Ia.) .......... 3/1/42 Revised 
Expressmen’s Mutual (N. Y.) . 1/1/43 Decreased 30% 
Fidelity Mutual (Pa.) ........ 1/1/43 Decreased 14% 
Frankiin Lafe (Til.) ........... 4/1/43. Undecided 
General American ............ 7/1/42 Continued 
George Washington ........... 6/1/42 Continued 
fo SSE ee 1/1/43 Decreased (m) 
IR SS) rr Continued 
oa i, 1/1/43 Continued (s) 
Great- West. (Can:) .........0. 1/1/43 Continued 
Guarcan Lite (N. Y.) ....... 1/1/43 Decreased (g) 
Home Friendly (Md.) ........ 1/1/43 Continued 
Oe SS | ee 1/1/43 Reduced 10% 
John Hancock Mutual ........ 1/1/43 Decreased 11.5% 
Lincoln Liberty (Neb.) ....... 1/1/43 Continued 
Loyal Protective (Mass.) ..... 1/1/43 Continued 
Manhattan Life (N. Y.) ...... 5/1/42 Decreased 
Manhattan Mutual (Kan.) OS eae Continued 
Metropolitan Life ............. 5/1/42 Decreased 
Midland Mutual (Ohio) ...... 1/1/43(t) Continued 
an er 1/1/43 Continued 
Minnesota Mutual ............ 7/1/42 Continued 
Monarch Life (Mass.) ........ 1/1/43 Revised (o) 
Mutual Benefit Life (N. J.) ... 1/1/43 Continued 
Derem 2are (Can) in cccaves. 1/1/43 Continued 
National Equity (Ark.) ....... 5/1/43 Continued 
National Guardian ............ 4/1/43 Continued 
msteer pe (Ganada) ....6. 0 8 sndcas Continued 
National Life (Vt.) .......... 1/1/43 Decreased 8.33% 
New England Mutual (Mass.) . 1/1/43 Continued 
New York Savings Banks .... 5/1/43 Undecided(b) 
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1942-1943 DIVIDEND AND RELATED ACTIONS 


(See article on page 33 for rate and other changes) 
1943 aaaey Rates on—— 
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Yes 
No 
No 
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No 
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No 
Yes 
No 
No 
No 
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North 
North 
North 
Nortl 
Ohio 
Pacif 
Penn 
Phoe 
Pilot 
Prov 
Prov 
Prud 
Relia 
Secu 
Secu 
Stan 
Stat 
Sun 
Sun 
Uni 
Uni 
Uni 
a 
Wis 
Wi: 








1 
Date Dividend 
Scale is Effective 


7/1/42 
1/1/43 
1/1/43 
5/1/42 
1/1/43 
5/1/42 
7/1/42 
7/1/42 
5/1/42 
1/1/43 
1/1/43 
1/1/43 
1/1/43 
5/1/43 
5/1/43 


1/1/43 
1/1/43 
4/1/42 
1/1/43 
1/1/43 
7/1/42 
1/1/43 
1/1/43 
4/1/42 


Scale is: 
Decreased 
Continued 
Continued (p) 
Continued 
Continued (u) 
Decreased 
Continued (c) 
Continued (c) 
Continued 
Continued 
Decreased 
Undecided 


Company 
North American (Canada) 
Northern (Can.) 
Northwestern Mutual 
Northwestern National 
Ohio State 
Pacific Mutual 
Penn Mutual 
Phoenix Mutual 
Pilot Life 
Provident (N. D.) 
Provident Mutual 
Prudential (N. J.) 
Reliance Life (Pa.) 
Security Life & Trust ( N. C.) 
Security Mutual (N. Y.) 
Standard Life (Ind.) 
State Mutual ( Mass.) 
Sun Life of America 
Sun Life (Can.) 
Union Central 
Union Labor (N. Y.) 
Union Mutual (Me.) 
U. S. Govt. (Veterans) 
Wisconsin Life 
Wis. State Fund 


Undecided 
Undecided 
Continued 
Continued 
Continued (q) 
Decreased 
Revised 
Continued (e) 
Continued 
Continued 
Continued 
Continued 


(a) Not yet determined. 

(b) 1942 scale continued for first 4 months of 1943, except 4th year 
dividend is to be same as 3rd year dividend in 1942. 

(c) Until June 30, 1943. 

(d) Higher rate if guaranteed. 

(e) Company states scale is “generally” 

(f) Pays guaranteed rate. 

(g) Policies with disability waiver issued in 1932 and after, and policies 
with disability annuity provision issued after 9/1/34, will have somewhat 
higher dividends than corresponding policies without such provisions. 

(h) Not on new issues. 

(i) 1/1/43 on 3% policies; 4/1/43 on 3% policies. 

(j) Will be decided about January 27. 

(k) Modified schedule for policies with 
prior to 7/1/30. 

(1) Subject to change during year. 


the same as 1942, 


disability benefits if issued 


Decreased 14% 


1943 Interest Rates on— 


; ’ 
Installments Installments not 
Withdrawable Withdrawable 


3%2% 3427 
3% 3% 

3%47 342% 

3%2%o 3Y2%o 
3% 


a Modified 
Dividends 
for Dis. or D. I. 
No 
No 
No 
No 
Yes 
Yes 
No 
No 
No 
No 
No 
Yes 
Yes 
No 
Yes 


Accumulated 
Dividends 


3% 
37% 
3% %o 


4% 
2% 


(d) (d) 


(d) (d) 


/ 
3.6% (1) None 

(m) Same cash as 1942 (scale moved back one year). 

(n) Increased $1 per $1,000 on term forms only. R 

(o) Increase on lower premium forms, decrease on higher premium 
forms; will distribute approximately same amount in dollars. 

(p) Except Single Pay and Fully Paid dividends reduced. 

(q) Non-participating, but pays quinquennial dividend on ordinary pol- 
icies. 

(r) This action is contemplated, but was not definitely approved at 
press time. 

(s) Except decreased $1.25 per $1,000 on Endowments. 

(t) On 3% policies only. 

(u) On 3% business; revised on 3%% business. 

(v) On policies issued prior to October, 1942. 

(w) Except that 5th year extras & conv. term divs. in some instances 
will differ slightly from 1942. 
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FINANCIAL POSITION OF 
AMERICAN FAMILIES 
IN WAR EFFORT 1942 





NATIONAL INCOME 


UFE 6 PER 
FAMILY 
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LIFE INSURANCE EMERGENCY CASH 


3 
~< 
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((( 


$3327 

















sate VALUES 
ate 4 / 
FAMILY 
$ 977 
SAVINGS DEPOSITS 
PER 
BA FAMILY E 
$ 760 
WAR AND BABY BONDS 


waa RQ) PER 
FAMILY 


> 


$310 
EVERY SECOND FAMILY OWNS 
ITS OWN HOME 


INSTITUTE OF LIFE INSURANCE 


3'4, BILLION WAR BONDS 
URCHASES of war bonds by 


life insurance companies in the 
first year after Pearl Harbor topped 
$3,250,000,000, the Institute of Life 
Insurance reports. The increase in 
their holdings of Government bonds 
during the year was approximately 
$2,200,000,000, representing sub- 
stantially every dollar by which their 
assets increased during the period. 
(See “1942 Reviewed” on page 21.) 

Individual company announce- 
ments concerning subscriptions to 
the new United States 244% Treas- 
ury Bonds due in 1968 include: 
Mutual Life of New Y ork, $90,000,- 
000 ($10,000,000 being of the 144s 
issue due 1948); company’s total 
holdings of U. S. Government secu- 
rities, including the latest purchases, 
amount to $618,000,000—New York 
Life subscribed to $200,000,000 of 
the new issue, which brings com- 
pany’s holdings of U. S. issues to 
over $1,235,000,000 ; Pacific Mutual 
purchased $10,000,000—total now 
$60,000,000. Prudential subscribed 
to $175,000,000, increasing total 


3S 














holdings ~ more than $1,500,000,- 
. Governments. 


000 in U. 
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WORLD PER CAPITA INSURANCE 


Ti accompanying statistics in- 
dicate the amount of life in- 
surance owned in the various 
countries throughout the world. 
Populations are also given and hence 
by simple division we secure the 
per capita amount of life insurance 
in each country. Thus a fact long 
known to insurance men is sub- 
stantiated by concrete evidence—the 
more life insurance per capita in 
any country the greater the economic 
and social developments in that par- 
ticular country—they complement 
each other. In short, progress and 
life insurance go hand in hand and 
either one can be measured by the 
other. ; 

A short time ago we received an 
inquiry re the amount of insurance 
owned by people in Axis countries 


as compared with those residing in 
the United Nations. An exact com- 
parison is not possible with the fig- 
ures available for two _ reasons: 
China and Russia are not repre 
sented in the table, and secondly, the 
exact status of some countries is 
not clearly defined, to wit, Finland, 
Denmark, etc. However, these fig 
ures provide a base for approxima 
tions. 

The insurance figures were se 
cured from the speech of John A 
Stevenson, president of the Penn 
Mutual Life, before the 32nd. An 
nual Convention of the Association 
of Life Insurance Presidents (1938 ) 
and were compiled for the year 1936 
—no later authentic figures are 
available in detail at this writing. 
Those for population were compiled 
between 1936 and 1939. 


Insurance and Population (in millions) 


Country 


Australia 4 


Population Ins. in Force 


Per Capita 





Rist ania ies Mt iiath nek otwntnaratn 6,930 $1,393,807 $201.12 
fe eh RS ae eee ot 6,760 405,758 60.02 
PE 3 es iaee Rte Sia ard) erase icvalaie asics 47,000 179,186 3.81 
RNIN 0) a) ca ota) uae idk Wace 310 5,894 19.01 
INDE oiccGuiss Shin eee edie ses 6,171 57,222 9.27 
COME. occ cesncs cate cccestdcne ees 10,377 7,172,444 691.18 
NS Mo che Past ia oh Sig ta os 4,627 51,850 11.20 
ce SN Sa eed Sa ee 8,730 16,757 1.91 
eS ee 9,807 385,201 39.27 
REA re re eee 3,777 544,080 144.05 
RR et SO Re a reer oe eS Sgro 3,834 245,839 64.12 
0 RSPR Oa ies Ee 41,907 2,891,422 68.99 
eee ne I RET Pe 79,600 7,334,600 92.15 
“| SUSE DSIRE Se ye eee 7,197 26,040 3.61 
I new arce om amined sca<% 11,137 102,000 ° aa 
RE Pereira n Bie sae hae 358,838 726,012 2.02 
A eee eek Dene ane eee 44,026 1,953,109 44.36 
NR En eee ere 72,223 4,971,289 68.83 
IED tr ees aiedeae wie eh eis Ae 41,718 154,258 3.69 
Senn a Ngaio ete Uiputed ae 19,479 102,966 5.28 
NE ee na 8,639 2,004,470 232.02 
pO SSS a ae ee eae 1,625 542,583 333.80 
UIE. 5 6h5 Gh wm Sa cia seca bes ors ase o chs 2,907 468,604 161.19 
NN oes ied bh canadd Wh Cac kdfoleine ba 9 a9 6,600 24,368 3.69 
Ee ,  ocaetioy + wade anw eee 34,775 136,389 3.92 
ES ORE IRR UR ee ee 6,826 23,649 3.46 
NTE et ee eee ee eae 19,535 71,658 3.66 
oe re Peet ee cay ene ee 6,284 1,556,556 247.70 
SS Re ee ree 4,200 1,741,351 414.60 
Union of South Africa? .......... 9,980 981,928 98.38 
ROME TIN © ies a sid 0 s0 ee cece 46,213 16,290,279 352.50 
REND II ona ria a kere woe sb ane 133,000 104,667,206 786.97 
Ee Sr Pr eee 15,630 41,398 2.65 
| EPR rene are ee ee cr ae 1,080,662 $157,270,174 $145.53 
Without United States ........... 947 662 52,602,968 55.50 


1 Not including government war risk insurance. 
2 Amounts cover insurance in force on lives of residents of country in both 


domestic and foreign companies. 


For all other countries, amounts cover 


insurance in force in domestic companies including their foreign business. 
3 Estimated on basis of amounts of other years. 


4Including government insurance. 
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JUVENILE INSURANCE 


MPORTANCE of insurance on 
Dine lives of children under 15 years 
of age is shown by the purchase of 
nearly $500,000,000 of such insur- 
ance annually, it is reported by the 
Life Insurance Sales Research Bu- 
reau. Of this total of ordinary in- 
surance, $370,000,000 is issued un- 
der forms designed for children and 
available only to them, while the bal- 
ance is under adult forms issued at 
the younger ages. 


Eighty-three per cent of the poli- 
cies were for exactly $1,000 and 8% 
were for $500, the average of all 
juvenile policies being $1,140. The 
most popular plan of policy for ju- 
venile protection was the limited 
payment life plan, which provided a 
policy fully paid up at or shortly 
after the child attained his or her 
majority. These accounted for 58% 
of all juvenile policy purchases. 
Straight life policies were used in 
18% of the cases, endowments in 


22% and miscellaneous plans in 2% 


15% of Ordinary Policies 


Showing the rapid growth of juve- 
nile insurance, purchases of life in- 
surance issued under the juvenile 
form were at the annual rate six 
years ago of only $30,000,000, as 
compared with $370,000,000 cur- 
rently. Policies on the lives of chil- 
dren under age 15, written on both 
juvenile and adult policy forms, rep- 
resent 15% of the number, and 7% 
of the amount bought of all ordinary 
policies issued. 


Largest Group of Buyers 


The largest group of buyers of 
juvenile policies was made up of 
parents in the ranks of skilled and 
unskilled labor, who accounted for 
41% of the total; housewives pur- 
chased 11% ; farmers 9% ; and exec- 
utives and proprietors 9%. Men 
were the premium payers in 86% of 
the cases. 


The importance of the protection 
of American families by juvenile 
insurance is indicated by the fact 
that more than 150,000 children un- 
der 15 years of age die each year in 
this country, 
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The Home of HUMAN SECURITY 


Disabilities Strike .... 


like paratroops descending in the night! 


Accidents, sickness, hospital trips, dismemberment, premature death, old 


age dependency . . 


. these destroyers of income can be met by Provident 


COMPLETE PROTECTION PLANS 
LIFE INSURANCE plus LIVING ASSURANCE * 


(*Non-Cancellable Disability) 
written in a single plan. 


PROVIDENT 


LIFE AND 
INSURANCE 


ACCIDENT 
COMPANY 


CHATTANOOGA, TENNESSEE 


PINK RESIGNS 


N EARLY December Louis H. 
Pink, Superintendent of Insurance 
of the State of New York since 
1935, informed Governor-Elect 
Thomas E. Dewey, that he would 
leave his office at the expiration of 
his term, December 31st, to become 
President of the Associated Hospital 
Service of New York, filling the 
vacancy created by the recent death 


of Dr. S. S. Goldwater. Deputy 
Superintendent of Insurance Ed- 
ward McLaughlin, in charge of the 
New York office of the Department, 
will leave his position at the end of 
his term, to become General Counsel 
of the North British & Mercantile 
Insurance Company, of which Cecil 
F. Shallcross is United States Man- 
ager. 








LIFE COMPANY EXPENSES AGENTS SELL WAR BONDS 


Out of each $1.00 of total life in- In World War I, people were 
surance income of all companies in urged by the Government to borrow 
the United States, operating ex- to buy Liberty Bonds. Today, they 
penses and taxes took only 15.7 cents are being urged to pay for War 
last year. 48.4 cents was paid to Bonds out of current earnings, more 
policyholders and beneficiaries, an than half of the pay-roll purchase 
additional 29.9 cents used for in- plans established to date having re- 
creases in policy reserves, and the sulted from the efforts of life insur- 
remaining 6.0 cents for other items. ance agents. 




























































































































































































Most men strive to provide well for their fam- 
ilies . . . for the present . . . and for the 
future if anything should happen. But now so 
much has changed so quickly—the whole pat- 
tern of industry, of working, of living. 






The Great-West Life in its advertising 
stresses that its representatives are able 
to offer various arrangements to provide 
needed family protection under today’s 
changed conditions. 


THE 


GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE—WINNIPEG, CANADA 


Business in Force Over $690,000,000 















OUR FIFTIETH ANNIVERSARY YEOR 






















LIFE ADVERTISERS 


HE “Exhibits by Mail” competi- 

tion sponsored by the Life Insur- 
ance Advertisers Association, fol- 
lowing abandonment of the annual 
convention because of transporta- 
tion difficulties, has struck a respon- 
sive cord among the members of the 
organization. More than sixty 
company exhibits already have been 
received according to Russell B. 
Reynolds, of the American Mutual 
Life Insurance Company, of Des 
Moines, Iowa, chairman of the Ex- 
hibits Committee. 

The board of judges is composed 
of leaders in the respective fields 
they represent. They are: Peter 
Ainsworth, Advertising Sales Man- 
ager, Better Homes and Gardens; 
Les Suhler, Subscription Manager, 
Look Magazine ; H. A. Hedges, Vice 
President, National Association of 
Life Underwriters ; Joseph B. Ryan, 
Jr., Agency Supervisor, Des Moines 
agency of the Bankers Life Co. 

“Exhibits by Mail” is a novel ex- 
periment which owes its conception 
to the emergencies created by the 
war. The executive committee of 
the organization decided to accept 
company entries as usual, have them 
judged at a central location and then 
distribute them by mail to those who 
might be interested. Suitable awards 
will be made to those considered out- 
standing by the board of judges. 

The exhibit also will be on display 
at each of three regional round tables 
planned for members of the associa- 
tion during the current year. 








“ 

My dear, they say he once had 
five tires for his car; but you 
know how such people are... 
Come easy, go easy.” 
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W. S. A. INSURANCE 


HE War Shipping Administra- 
aa has announced an alternative 
plan whereby blanket insurance poli- 
cies covering entire crew aboard fish- 
ing vessels may be issued to vessel 
owners. Original plan covered 
named individuals and was issued 
to fisherman associations, unions and 
vessel owners associations. It did 
not provide blanket insurance for the 
crew of a named vessel. Insurance 
is obtainable at rate of 75¢ per $1,- 
000 per month for inshore opera- 
tions, and $1.50 per month for off- 
shore operations, with a maximum 
available of $5,000 per man for pe- 
riods from one month to four months 
at option of vessel owner and pro- 
vided premium is paid in full in 
advance. 


INTERNATIONAL CLAIM 
ASSOCIATION 


ILLARD E. HEIN, presi- 

dent of the International Claim 
Association, has appointed Godfrey 
M. Day, of Connecticut General 
Life, to the important post of chair- 
man of the War Claim Liaison Com- 
mittee of the association. Associated 
with Mr. Day on the committee are 
William K. Miller, Secretary of 
Fidelity Mutual of Philadelphia and 
Frederick Bernhard, Supervisor of 
Claims, Home Life of New York. 
Mr. Day is former president of the 
association. 

In forming this committee the as- 
sociation is performing a most valu- 
able service to the insurance busi- 
ness, for it will serve as a focal point 
for the life insurance companies in 
working with government bureaus 
in solving the various problems that 
inevitably arise in connection with 
claims. 

The Adjutant General’s Office of 
the Army, the Bureau of Personnel 
of the Navy, the Commandant of 
the U. S. Marine Corps, and the 
U.S. Maritime Commission are co- 
operating very closely with this 
newly-formed committee and 
through this medium are transmit- 
ting to the insurance companies the 
necessary instructions for efficient 
handling of claims involving men in 
the service. 
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POLICY PAYMENTS AND CREDITS 
26Z0VER LIFE PREMIUM INCOME 
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POLICY RESERVES. 
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BOOK REVIEW 


Life Underwriting—A Career for 
Women 


ORE and more women are entering the 

field of life underwriting as a career 
and this book was written for the purpose 
of giving a complete and accurate picture 
of the opportunities, challenges, problems 
and rewards that are to be found in life 
underwriting. It was written by successful 
women life underwriters who know from per- 
sonal experience the facts concerning under- 
writing as a career for women. The authors 
are 12 of the leading women life under- 
writers of the country and the book is a 
project of the members of the Committee 
of Women Underwriters appointed during 
the administration of John A. Witherspoon 
as President of the National Association of 
Life Underwriters. The treatment is factual 
and includes valuable working and sales 
ideas because in telling their stories the in- 
dividual authors reveal their working plans. 
The foreword was written by Elsie Matthews, 
Chairman of the Committee of Women 
Underwriters of the N.A.L.U., and Mildred 
Stone, author of the recent "Short History 
of Life Insurance’ contributed the editorial 
work. The publisher is the R. & R. Service, 
Indianapolis, Indiana, and the price $2.00 
for single copy—quantity prices available. 


LIFE PRESIDENTS 


ete of the Executive 
Committee of The Association 
of Life Insurance Presidents were 
reelected for 1943 at a business 
meeting of the Association today. 
The members of the committee are: 
Elbert S. Brigham, Montpelier ; W. 
Howard Cox, Cincinnati; Franklin 
D’Olier, Newark; Lewis W. Doug- 
las, New York; John R. Hardin, 
Newark; George L. Harrison, New 
York; Frederick W. Hubbell, Des 
Moines; Leroy A. Lincoln, New 
York; Thomas I. Parkinson, New 
York; George Willard Smith, Bos- 
ton; L. Edmund Zacher, Hartford. 

The officers of the Association 
also were reelected, as follows: Vin- 
cent P. Whitsitt, Manager and Gen- 
eral Counsel; Bruce E. Shepherd, 
Actuary; Charles F. Creswell, Sta- 
tistician ; Robert L. Hogg, Assistant 
General Counsel; Frank DeF. Ross, 
Attorney ; Robert B. Crane, Assist- 
ant Secretary. 
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HE third edition of “Legal Ef- 
Military Service” by 
Ganson J. Baldwin, assisted by John 
K. Clark, Jr., has recently been re- 
leased from the press. 
volume brings up to date all legal 
aspects of this broad subject. 
Among the topics covered are: 


fects 


BOOK REVIEW 


“Legal Effects of Military Service" 


of 


The current 


pendents, Sureties, Statutes of Limi- 
tation, Bail Bonds and Procedure 
in all states and Federal Courts. The 
Appendix contains the text of the 
Soldiers’ and Sailors’ Civil Relief 
Act and Amendments; and the text 
of the Re-employment Division of 
the Draft Law, etc. 

The price of the book is $2.00 and 
it can be secured at most book stores. 
If not available in any particular 
city, however, those interested can 


Debts, Interest Rates, Income _ secure copies by writing directly to 
Taxes, Repossessions, Mortgages, Mr. Baldwin at 72 Wall Street, New 
Life Insurance, Attachments, De- York City—the price is the same. 
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fort Washington National home office workers and 
field representatives are giving their best efforts to- 
ward complete and early victory in the fight to ex- 
terminate the foes of freedom. More than 90% of 
this company’s home office personnel have pledged 
themselves to purchase war bonds on a payroll sav- 
ings plan. Every field representative is devoting more 
hours of better-planned work in bringing insurance 
protection to the American family, knowing that pre- 
mium dollars do their share in the battle. The insti- 
tution of insurance is geared to the fight, and the 
Washington National pledges its full support. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


Chairman 


EXECUTIVE OFFICES: EVANSTON, ILLINOIS 
H. R. KENDALL 


ALL-OUT FOR 
VICTORY 


I n step with our country’s war ef- 


CHICAGO 


G. R. KENDALL 
President 
J. F. RAMEY 
Executive Vice President 
and Secretary 








PNEUMONIA DEATHS 
DOWN 














HE fight against pneumonia has 

brought about a reduction o: over 
60 per cent in the death rate from 
pneumonia and influenza in the shor 
space of five years, according to the 
statisticians of the Metropolitan Life 
Insurance Company. For the pe- 
riod September 1941 to August 1942 
the death rate from pneumonia- 
influenza among the company’s In- 
dustrial policyholders fell to a new 
low of 31.9 per 100,000, a drop of 
63 per cent from the 1936-1937 
figure, and 21 per cent under the 
previous best record made only a 
year before. 















































































































A. L. C. 








HE Connecticut Mutual Life In- 

surance Company, with home of- 
fices in Hartford, Conn., has been 
admitted to membership in_ the 
American Life Convention. The 
addition of the Connecticut Mutual 
Life to membership increases to 172 
the total of United States and 
Canadian life insurance companies 
that are on the Convention’s rolls. 


GOVERNMENT INSURANCE 


IVIDENDS for 1943 for United 
States Government Life Insur- 
ance (old form), not the National 
Service Life Insurance, will be con- 
tinued on the same basis as 1942. 
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Save tires for war 





Specifications set on gasoline, 
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COMMISSIONERS 
CONVENTION 


( THE business meeting of the 

National Association of Insur- 
ance Commissioners at the Hotel 
Pennsylvania, December Ist, the 
Guertin committee’s report on re- 
serves and non-forfeiture values was 
approved, representing perhaps one 
of the most important matters de- 
cided at the meeting. The Associa- 
tion also reviewed the situation con- 
cerning valuation of securities but 
did not supplement or change the 
recommendations of the special 
committee on valuation of securities 
announced last June—see page 142 
Best’s July Life News. Some spe- 
cial problems have arisen concerning 
proper values for certain types of 
securities, such as Philippine issues, 
but this no doubt will be worked out 
on a basis satisfactory to all con- 
cerned—at this writing nothing def- 
inite has been decided. The site for 
the 1943 meeting of the Association 
was selected and Boston is to be the 
favored city with the date sometime 
in June. 

As a result of the Commissioners’ 
action, individual states, where the 
feeling is favorable, may now intro- 
duce legislation to put the recom- 
mendations of the Guertin commit- 
tee into the state laws, following 
which it is expected that a number 
of the large companies will change 
their reserve basis and perhaps adopt 
the Commissioners Table of Mor- 
tality and 2%4% interest. Such ac- 
tion, however, will be taken by those 
companies as individual decisions 
after contemplating the contingen- 
cies surrounding their operations 
based on their own experience. 

There was some discussion also 
on the apparent trend towards Fed- 
eral supervision of the insurance 
business in one form or another, 
following the lines with which most 
of us are now familiar, such as the 
investigation of the T.N.E.C. and 
the Atlanta indictments. 


INSURANCE AND STUDENTS 


Evidence that American youth 
looks to the future not only for op- 
portunity but for security appears 
irom the fact that students buy 7 
per cent of all ordinary life insur- 
ance policies. 
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Design for Victory 


Field representatives of the Equitable Life of lowa are weaving a 
Design for Victory which is typically American 


More than fifteen per cent of those comprising the Equitable of 


lowa’s field force are now in the armed services 


Their contributions 


to the cause of Freedom are self-evident 


A full one hundred per cent of all Equitable of Iowa field repre- 
sentatives who are continuing to serve as Life Underwriters are also 
doing their part, by extending the benefits and services of Life Insur- 
ance more effectively and aggressively than ever before. Let us not 


minimize the importance of their contributions 


Theirs is a very real 


responsibility in helping to preserve, through Life Insurance, the eco- 
nomic well-being of the home front 


Additionally, Equiowans on the home front are selling War Bonds 
and Stamps; they are serving-on draft boards, as air raid wardens; 


auxiliary police, and in many other avenues of the war effort 


. and 


they are investing generously of their earnings in War Bonds 


That is the American way of waging all-out war 


an orderly, 


voluntary, democratic Design for Victory which Hitler can neither 


understand, nor stop. 


Eourrante LIFE OF IOWA 


Saad 1867 
, DES MOINES 


HOME OFFICE 


INSTITUTE OF LIFE INSURANCE 


ERARD S. NOLLEN, Presi- 

dent of Bankers Life Company 
of lowa was re-elected Chairman of 
the Institute of Life Insurance fol- 
lowing the annual business meeting 
of the Institute held December 2nd 
at the Hotel Roosevelt, New York 
City. Holgar J. Johnson was re- 
elected President and Arthur C. 
Daniels, Secretary. 

Named to serve on the executive 
committee were Leroy A. Lincoln, 
President, Metropolitan Life Insur- 
ance Company; Thomas I. Parkin- 


son, President, The Equitable Life 
Assurance Society of the United 
States ; Julian Price, President, Jef- 
ferson Standard Life Insurance 
Company; Frasar B. Wilde, Presi- 
dent, Connecticut General Life In- 
surance Company; A. A. Wood, 
President, Sun Life Assurance Com- 
pany of Canada; Franklin D’Olier, 
President, The Prudential Insurance 
Company of America; M. Albert 
Linton, President, Provident Mutual 
Life Insurance Company; and Mr. 
Nollen, ex-officio. 
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Financing Agents—Continued 
his new commissions throughout the 
whole period. 

3. For the first four weeks (the 
period of the training course) the 
agent receives a normal type of guar- 
anteed advance, determined by his 
minimum budget requirements. 

4. For the following 100 weeks 
provided only he has completed his 
training course, the agent is paid an 
advance based on the work done 
during the week on each of the fol- 
lowing factors: (a) Persons con- 





tacted; (b) Sets of basic facts se- 
cured; (c) New preferred prospects 
secured; (d) Closing interviews 
which are divided into three cate- 
gories. 

5. Daily and weekly reports shaw- 
ing work done and money earned 
for each contact, etc. are completed 
by the agent and submitted to the 
manager each Friday. The agent 


thus knows each day how much he 
has made as the result of his work 
and so at the end of the week knows 
the amount of advance to which he 








“Now I Know 
Exactly What 
I’m Buying!” 


The prospect can’t help 
but grasp all the pertinent 
points of his contemplated 
Lincoln National Life In- 
surance when his agent 
outlines them for him in 
one of the new condensed 
LNL proposal forms.* 


Fort Wayne 








* Received 1941 Award of Excellence—Life Advertisers 


THE LINCOLN NATIONAL LIFE 





With them the LNL man 
makes certain his prospect 
knows what he buys when 
he buys it. Complete un- 
derstanding of a life insur- 
ance contract at the time 
it is purchased is a major 
factor in the production of 
quality business. 


Assn. 


COMPANY 


Indiana 











is entitled. The forms are s mple 
and easy to complete. They serve 
not only to determine the agent's 
advance but they also tie the inan- 
ager into the plan because it is his 
responsibility to test check the in- 
formation given and to analyze the 
report with respect to the relation. 
ship of calls to interviews to sales, 
etc. It further gives the manager a 
practical guide as to the agent's 
progress and a degree of control 
hitherto impossible. 


The Plan at Work 









The INCENTIVE FINANC. 
ING PLAN works thus for the 
agent: He knows the schedule on 
which he is to be paid for each opera- 
tion performed and if during the 
week he has made say, 40 contacts, 
secured 15 sets of basic facts, 15 
preferred prospects and has made 12 
closing interviews he knows by sim- 
ple arithmetic the advance to which 
he is entitled on Friday night. He 
does not have to ask for it. It is 
reasonably stable. At the beginning 
of the week—in advance—he knows 
that if he does the work required of 
him he will have a definite amount 
of money to take care of his home 
needs and can budget accordingly. 
He receives it whether or not he has 
written any business during the 
week. Do you not think the wives 
are pretty satisfied with such a plan? 
Do you not think it has helped mo- 
rale and helped keep the agent en- 
thusiastically on the job? 

No doubt you are thinking that 
we might be fooled by the agent 
faking his reports and you are right 
—for a time. However, this crit- 
icism is equally true of the old 
method of financing. The test 
checks, the required joint field work 
and the continued analysis of the 
reports by the manager and Head 
Office tend to limit the possibility 
of faking beyond a very short period 

However, in addition to these 
safeguards the plan also requires a 
certain minimum amount of written 
and paid production each 12 weeks. 
The agent must secure this minimum 
during the first 12 weeks. He may 
fail in any subsequent period but 
must make up the deficit during ‘the 
following 12 weeks. Failure to ful 
fill these production requirements 
means that he ceases to be financed 
as this is the sole means of financing 
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new agents. Incidentally only 19% 
have failed to meet these production 
requirements since the plan was 
launched. 

\s regards any indebtedness 
which the agent under the plan may 
accumulate, we do not require inter- 
est on any outstanding balance. We 
agree to write off any balance for 
any agent who fails to be successful. 
\t the end of the 104 weeks should 
the agent have an indebtedness to 
the Company we wipe it off by re- 
ducing the number of renewals we 
will pay him on the business he has 
secured during the period. He thus 
emerges from the plan free from 
debt with the full benefit of his re- 
newals in the early years to enable 
him to finance himself on a commis- 
sion basis should he so choose. Nat- 
urally any credit balance that may 
exist at the end of the period is paid 
him. 

So far I have referred only to the 
use of the INCENTIVE FINANC- 
ING PLAN with respect to new 
agents. However, we have a plan 
similar in all respects for our older 
agents except that we also allow the 
older agent a portion of his net re- 
newal commissions as well as one- 
third of his new. 


The Results 


Undoubtedly you would like to 
know what our results are under this 


plan. Unfortunately my time for 
preparation was so short and the 
war has made such inroads into our 
Home Office staff that it was im- 
possible to secure consolidated re- 
sults of the operation of the plan 
from all our various sections on this 
Continent. However, I did manage 
to get together some of the results 
from one of our United States terri- 
tories. They are as follows—as at 
October 12th: 

1. We have only used 28% of the 
money required last year for financ- 
ing. 

2. We have appointed only 60% 
if the number of agents appointed 
in 1941 to date, yet we already have 
50% more successes according to 
our standards than we had all last 
vear, 

3. Our new business from new 
agents has increased 18% over that 
for 1941 to date. 

4. In October through the cumu- 
lative effect of the year’s work, 20% 
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Daniel Chester French's stalwart Minute Man 
is “One Of The Best” reminders that, to speed 
Victory, it is the duty of patriotic Americans 
to invest regularly and just as much as they 
can in U.S. War Savings Bonds and Stamps. 


Among insurance companies, Central Life... 
strong in organization, strong in resources 
and strong in experience to successfully meet 
the challenge of these unusual times...is also 
recognized as “One Of The Best”. 


CenTRAL LIFE 


ASSURANCE 


SOCIETY 


(Mutual) 


HOME OFFICE 





of our business came from new 
agents and the total secured by all 
agents was 31% in excess of our 
October 1941 results. Our year to 
date new business production from 
this territory about equals that of 
last year. 

5. An increasing number of vet- 
eran agents are now on their way 
towards complete rehabilitation with 
increasing production and decreas- 


ing advance indebtedness. 

6. There is a distinctly improved 
and constantly improving morale in 
those branches which have adopted 
the plan. 

We are watching the plan very 
closely and are prepared to make 
changes in it as the wisdom of such 
changes become evident. Fortunately 
it is elastic enough to do this readily 
without sacrificing any gains. 
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To Save Rubber 


We like those war posters which, aiming at necessary salvage 
effort by the public, suggest that one way for us to get into the 
scrap is to get in the scrap. 


Se eee eee meters sores Seem one. teow end 
factories, a amount can be found just kicking around 


an office. a Sae-Gage ie am tes cents callie Game on ite 
discovers that hidden away in desk drawers can be found unused 
rubber stamps with others packed away in the space dedicated 
to discarded furniture. 


Rubber stamps are handy gadgets. They enable us quickly to 
docu- 


imprint titles, sentences, whole paragraphs, on 


ments with a guarantee that the imprint will carry no typo- 
graphical error. 


, But the use of rubber stamps can also be a nuisance, and often 
is. An insurance policy or piece of direct mail, clean and fresh 
as it comes off the printer’s presses, instantly loses its tastefulness 
when the office boy slaps the front page with a casual imprint 


from a rubber stamp, ruining the good impression that could be 
made upon the recipient. 


Discarded and no-longer-useful rubber stamps should be turned 
into the rubber scrap pile. And while we have the salvage of 
rubber in mind, we might all give thought to whether we can’t 
salvage a lot of good printed matter by quitting the too generous 
use of rubber stamps for imprinting. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 


WILLIAM H. KINGSLEY JOHN A. STEVENSON 
Chairman of the Board President 


INDEPENDENCE SQUARE, PHILADELPHIA 














Executives Who Must Say 
“Yes” or “‘No”’..... 


Read the Chicago Journal of Commerce each 
morning for their daily business news. 


Upon their decisions hinge the policies of 
major corporations or entire industries, affect- 
ing the lives of thousands of employes, stock- 
holders, and customers. 


chance, or to wait for their business news. 
They must have facts, 
promptly. 


and have them 


That is why they read the Chicago Journal of 
Commerce each business morning. 


Chirago 
Sournal of Commerce 


ae men can't afford to guess, to take a 


“The Central West's Daily 
Business Newspaper” 














SOCIAL INSURANCE—Continued from page 1!2 

As to the insurance business, how about: The T NEC 
investigation of life insurance (the industry did a vood 
job in defending itself ‘in this respect and little of 
critical import was unearthed) ; the recommendation to 
guarantee life insurance policies up to $5,000; the life 
insurance company guaranty law of New York State; 
the Atlanta indictments, etc. Do not these things indi- 
cate a trend? 


Paternalism Not For Us 


There is a limit beyond which state managed Social 
Insurance (compulsory) should not attempt to go be 
cause in a democratic state widespread activities should 
be reserved for private enterprise. When benefits are 
provided in Social Insurance for death, maternity cases, 
work training, marriage grants, separation, etc., the 
plan approaches dangerously close to outright paternal- 
ism. Under such a system even the beneficiaries may 
very well learn to regret the implication of pauperism 
which will go hand in hand with all-inclusive “birth to 
grave” promises. 


More From Washington 


As this article was nearing completion, reports out of 
Washington announced that the National Resources 
Planning Board has filed with President Roosevelt a 
500-page document providing for widespread extension 
of coverage under Federal Old Age Pensions, as pres- 
ently provided in the Social Security Act; nationaliza- 
tion of unemployment insurance, taking in many now 
excluded from various benefits, such as farm workers, 
domestics, etc.; health and hospitalization insurance 
from childhood throughout life ; nationalization of relief 
and charity agencies caring for the blind, aged and de- 
pendent children, as conducted by the various states; 
permanent and temporary disability coverage ; hospital- 
ization of workers, their wives and children; all of which 
apparently is to be handled under a Federal system 
(perhaps through expansion of the United States Social 
Security Act) on a regional basis, giving consideration 
to per capita incomes in various districts throughout the 
country. Apparently no specific death benefit is pro- 
vided but this point is not clear and full details regarding 
the plan have not as yet been released. If available, the 
recommendations will be analyzed in our next issue. 


DETAILS OF BEVERIDGE PLAN 


The benefit amounts in the Beveridge plan generally 
have been quoted in this country at the current rate of 
exchange of about $4.00 to the pound, and as a result 
these benefits are not being viewed in their proper 
perspective. The National City Bank of New York is 
quoted as the authority for estimating that a pound of 
income has a current purchasing power equivalent to 
from $6.00 to $8.00. In other words, a benefit of £4 
is equal to from $24 to $32 in purchasing power (a 
funeral benefit, therefore, of £20 is worth from $120 
to $160 in purchasing power). This fact should be kep: 
in mind when considering the “reasonable” Beveridg: 
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benefits. Another point of comparable significance: 
The National Industrial Conference Board indicates 
that the average British industrial workman receives 
about $1,060 annually for a 52 hour working week, 
while the average American factory worker receives 
$2,000 per year for a 43 hour working week. 

The following information has been taken in large 
part from the “Beveridge Report” itself, and other items 
have been filled in from other sources to make this 
review as complete as possible. 

The main provisions of the plan are summarized in 
the report itself and intend to cover all citizens without 
upper income limits, but with regard to their different 
ways of life. 


The Cost 


The weekly contribution of the male employee in the 
plan would be 4s 3d (85¢) and employers 3s 3d (65¢) 
and for women the figures would be 3s 6d (70¢) and 
2s 6d (50¢) respectively. This would mean a contribu- 
tion of about £194,000,000 for insured individuals ; 
£137,000,000 as a contribution of employers, and 
£350,000,000 to be furnished by the British Treasury. 
These figures are estimated to be effective for the year 
1945 and total £681,000,000. In our currency, using 
$4.00 as the rate of exchange, this would mean $2,724,- 
000,000. Since England has a population of about 
40,000,000 and we have in excess of 130,000,000, based 
on Sir William’s figures—other things being equal—a 
similar plan here, and the Eliot Bill is leading the 
parade, would cost $8,853,000,000 annually, and this 
is without consideration of the difference in purchasing 
power of the currencies involved—to provide compa- 
rable purchasing power here the cost jumps to $13,279,- 
500,000-$17 706,000,000 ! 

For social security purposes, the Beveridge plan 
divides the population into four main classes of working 
age, and two others below and above working age, 
respectively, as follows: 


I—Employees under contract of service ; 1I—Others gainfully 
occupied ; 11]—Housewives, that is, married women of working 
age ; 1V—Others of working age not gainfully occupied ; V—Be- 
low working age; VI—Retired, above working age. 


The Benefits 
(Benefits quoted at—Pound = $4—shilling = 20¢—pence = 1.6¢) 
Old Age Benefits: £2 ($8.00) a week (at age 60 for women— 


65 for men) would be provisional rate for man and wife in un- 
employment and disability, after a transition period, as retire- 
ment pension, in addition to allowances for children at an 
average of 8s ($1.60) per head, per week. 
Marriage Grant: Women will receive upon marriage #1 
($4.00) for each 40 contributions under the plan, up to a 
maximum of £10 ($40.00). 
Vaternity Benefits: All married women would receive a ma- 
ternity benefit of £4 ($16.00) and married women gainfully 
occupied would receive an additional benefit of 36s ($7.20) a 
week for 13 weeks. 
Widowhood: A benefit of 40s ($8.00) a week. 
Separation Benefits: If marriage ends otherwise than by 
widowhood (divorce, legal separation, desertion and voluntary 
separation) woman is entitled to same benefits as for widow- 
hood, unless marriage has ended through her fault without 
just cause. 

(Continued on the next page) 
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U.C. offered prospects 
this complete income 


tax booklet y) 
20% 
gna gs G2, 


This complete and up- 
to-the-minute guide to 
income tax problems 
is published by Pren- 
tice-Hall, and is one of 
the most authoritative 
sources of tax informa- 
tion available. It was 
offered to 8,000 Union 
Central prospects free 
of charge in 1942. The 
amazing number of 
1600 sent for the book- 
let . . . twenty percent! 





... but U.C. agents 
predict an even greater 
response to the 1943 edition! 


The prospect group which will 
be interested in this valuable 
booklet this year will involve 
more people than ever before. 
Over 10,000,000 more income 
tax returns are expected to be 
filed in 1943 than last year 

. a vast market that U. C. 
expects to tap successfully with 
the help of this really fine 
aid to prospecting. 





It’s timely, effective help like this that makes 
Union Central a real ‘Agents’ Company” ! 


The UNION CENTRAL LIFE INSURANCE CO. 





CINCINNATI, OHIO 
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HEARD IN A BLACKOUT 


AFTER | JUST EARNED PEANUTS ALL 
THROUGH THE DEPRESSION, IT SURE 
WOULD BE TOUGH IF SOMETHING 
HAPPENED TO ME NOW. 


WHAT YOU NEED IS RELIANCE LIFE’S 
PERFECT PROTECTION* . . . THE 
INSURANCE THAT COVERS DEATH 
AND RETIREMENT, DISABILITY, 

ACCIDENT OR SICKNESS. 


* PERFECT PROTECTION .. . the perfect 
answer to the problem of furnishing protec- 
tion for the man whose time is more valuable 
today than ever before. And the perfect answer, 
too, for every insurance agent who wants a pol- 
icy keyed to the times—whether we're at war 
or not. Thousands have expressed their prefer- 
ence for Perfect Protection in peacetime. Thou- 
sands more will repeat that expression in the 
days ahead. Ride a favorite ... get details 
about Perfect Protection from your nearest 
Reliance Manager, or write to 


RELIANCE LIFE 
INSURANCE COMPANY OF PITTSBURGH 
Farmers Bank Building Patsburgh, Pa. 























SPECIAL BENEFITS 


The Waldorf pays immediate dividends 


in special benefits. Those pleasant extra 








touches—personalized service, the best 
in food, complete comfort—continue to 
delight insurance men year after year. 
That’s why they make The Waldorf 
their headquarters. It serves living needs 


so well, and business purposes too. 


THE 
WALDORF-ASTORIA 


PARK AVENUE + 49TH TO 50TH «+ NEW YORK 
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SOCIAL INSURANCE PLANS—Continued 


Funeral Benefit: Payments ranging from nil to £20 ($8) 00) 


Industrial Disability: Payments ranging from a minimi of 
56s ($11.20) to a maximum of 78s ($15.60) per week 


Other Disability: Payments ranging to a maximum of 3 
($11.20) per week. 


Medical Treatment: A comprehensive plan of medical benefit 
for all citizens and their dependents is provided, including hos 
pital, dental, eye, convalescence, and medical rehabilitatio; 
treatments. 


Unemployment: A man and wife with two children would re 
ceive 56s ($11.20) a week, without means test, so long as un 
employment or disability lasted, as compared with the 3 
($7.20) in unemployment, and the 13s ($2.60) or 7s 6 
($1.50) in sickness (with additional benefit in some approved 
societies) which they received before the war. 


== 


The report recommends that the Beveridge plan 
supersede the present system of approved societies 
although friendly societies and trade unions may lx 
retained as agents for the administration of the stat 
benefits, as well as voluntary benefits for their members 
and further provides for: the supersession of the presen: 
scheme of workmen’s compensation, and the inclusion 
of industrial accident or disease in social insurance ; the 
making of the unemployment benefit indefinite in dura 
tion, subject to attendance at a work or training centet 
after a period of unemployment ; and among other things 
the possible conversion of the present system of indus 
trial assurance into a public service under an Industria! 
Assurance Board. Jn connection with this latter thi 
report also recommends that this Board be allowed to 
write up to £300 ($1,200) of Ordinary life insurance! 


NEW ZEALAND 


(A pound=$3.25—shilling—16¢—pence=1.3¢) 

Old age pensions—7s 6d per week—were provided 
for by law in 1898. From that date down to the present 
social benefits have been broadened and amounts payabl 
increased. The Social Security Act of 1938—effective 
April 1, 1939—with one exception (absence of a death 
benefit) was the Beveridge plan of its day. In New 
Zealand’s Act, every person over 16 is required to reg 
ister and pay a fee. From 16 to 20, this fee is 5s per 
year, and by males over 20, 5s per quarter. In addition. 
each individual pays 1d for each sum of 1s 8d of income. 
This pertains to corporations as well. The Government 
contributes the balance in order to make the Act func- 
tion. The total amount so collected was £13,967,823 
during the year 1940-1941, while expenditures during 
the same period totaled £12,295,813. 


The following outline will indicate the coverage and 
a general figure of the amount payable. Before pro 
ceeding it should be noted that in order to receive an) 
benefits—as a rule—an individual has to be a resident 
of New Zealand for a specified length of time—it varies, 


depending on individual and particular benefit. For 


simplification, all payments mentioned are on a per an 
num basis unless otherwise specified. References to de 
pendent children mean only those under 16 years of age 
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(1) Old age pension begins at 65. The pension was £10 for 
the year 1940 and increases £2 2s per year until the maxi- 
mum is attained in 1968—£78. This sum may be increased 
due to dependency, or reduced due to income from other 
sources. 

(2) Widow's Benefits: Only those over 50 qualify. Without 
or with children—many stipulated conditions involved— 
are entitled to £52 or £65, plus £26 for each child, respec- 
tively. The maximum extra benefit for children, how- 
ever, is limited to £234 in any one year. 

(3) Family Benefits: For each child there is an allowance 
of 4s per week. 

(4) Invalids’ Benefits: This means in general those unable to 
work for one reason or another. Married man with one 
dependent child would receive £78, plus £26 for wife and 
£26 for each dependent. The maximum is £234. A single 
person receives £52, with or without a separate income up 
to the same sum; married woman, £78, with or without 
a separate income for the same sum. 

(5) Miner’s Benefits: Those disabled due to work in mines 
receive the same sums as for invalids insofar as applicable. 
If a miner dies, his wife receives an income of £45 10s. 

(6) Unemployment Benefits: These are not payable during 
the first 7 days and not at all if such unemployment 
was the individual’s fault. Thereafter 10s per week 
under 20; £1 per week for others plus 15s for wife and 
5s for each child. The maximum is £4 per week. 

(7) Sickness Benefits: None for the first 7 days. Amount then 
paid same as wages or other remuneration lost by illness. 
Where dependent children exist, 10s per week for each 
child is allowed. 

(8) Emergency Benefits: Such benefits may be granted by 
the Commission whenever in its opinion the situation 
warrants it. Amounts also conditioned by circumstances. 

(9) Medical, Hospital and Other Benefits: Each individual 
is entitled to ordinary medical and dental care. Doctors 
(medical) who agree to act under the plan are compen- 
sated 7s 6d for each consultation and act of service. A 
similar system is in effect for dentists. Each person is 
entitled to all necessary drugs, prescriptions, etc. free of 
charge. Druggists who furnish same do so under con- 
tract at prices prescribed by the Commission. All neces- 
sary hospital benefits are provided and the institutions— 
under contract like the druggist—are compensated on a 
pre-arranged scale of fees. This service is also available 
for mental patients in appropriate institutions. Maternity 
benefits, in addition to. the above, include anti- and post- 
natal care. Each individual is free to select the doctor or 
hospital from those available. 

(10) Supplementary Benefits: These are provided when the 
Commission deems same essential. An example would 


be X-Rays. 


THE ELIOT PLAN 


Rep. Eliot of Massachusetts introduced a bill (HR 7534) last 
fall to amend and extend the provisions of the Social Security 
Act, to establish a Federal Social Insurance System, to provide 
insurance benefits to cover unemployment, old age, temporary 
and permanent disability, and hospitalization. 


The Cost 


Employers and employees are to contribute 5% each on the 
first $3,000 of wages or salaries for the first 3 years, 514% for 
the next 3 years and 6% thereafter. Employers and employees in 
agriculture, domestic service, non-profit institutions and service 
performed by an individual (as an insurance agent or solicitor 
on commission) would contribute on a basis of 2%, 2%%, and 


J/0. 


The Benefits 


Effective January 1, 1944, old age benefits would start for 
men at age 65 and for women at age 60, based on the number 
(Continued on the next page) 
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pioneering — 


Ol profit! 


Opening new territories under today’s 
conditions . . . developing untouched 
premium fields . . . can still be a profit- 
able venture. Continental Assurance 
has a highly effective kit of sales tools 
for helping you pioneer in fields in 
which you may not now be active... 
plus a brand of “down-to-earth” sales 
cooperation that gets results! Ask us 
to show you how Continental can help 


you push back your business frontiers. 


Nationally Known for Strength and Growth 


; , a 





ASSURANCE COMPANY 


CHICAGO, ILLINOIS 


Affiliates : 
CONTINENTAL CASUALTY COMPANY 


TRANSPORTATION INSURANCE COMPANY 
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Edited TO aud FOR BROKERS 


@ FRIENDLY-HUMAN-NEIGHBORLY 
GOOD NATURED....... 


Issued about once a month to develop closer 
fellowship with General Insurance Brokers. 


ARE YOU GETTING IT? 


If not, phone or write your General Agent. 
He will be glad to put you on his mailing list. 


State Mutual Life Assurance Company 


of Worcester, Massachusetts 
Incorporated 1844 


4 Ate otteae Met“ 


It Started With A Lead Card 


Typical of the letters which for many years 
have been flowing in is this one from a New 
York State policyholder: ‘Enclosed ‘herewith 
is my Income for Life Policy which will ma- 
ture next month. I have decided to select 
Option I which provides for payment of $150 
per month as long as I live. I am very glad 
I have this insurance and am grateful to the 
agent who brought it to my attention.” 


Fidelity's Lead Service, which introduced 
the Company to this policyholder has pro- 
duced a high percentage of leads for twenty- 
seven years—leads which have placed a 
quarter of a billion dollars of new insurance 
to the credit of Fidelity agents. 





he FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 








SOCIAL INSURANCE PLANS—Continued 


a 


of years employed times 1% of the sum of 45% of the mont! 
wage under $50, plus 20% of the monthly wage between $50 a: 
$100, plus 10% of the monthly wage between $100 and $2 
Benefits also would accrue to a wife who attains age 60 anid 
dependent children under age 18 at one-half the primary benetit 
of the husband or father. Widows would receive three-fourths 
the primary benefit and every parent of a fully insured indivi: 
ual having no dependents other than said parents would at old 
age receive one-half the child’s benefit. 


The proposed bill would pay unemployment and disability 
benefits ranging from $5 to $23 per week (based on wages and 
dependents) up to a total of 26 weeks, maternity benefits for 12 
weeks and hospital benefits for husband, wife and children oi 
$3 to $6 per day for 30 days. Special unemployment compensa 
tions would be available. Benefits would not be applicable to 
cases covered by workmen’s compensation. 


Rep. Eliot was not returned to Congress at the last 
election and perhaps his bill will die. It is possible that 
the report of the National Resources Planning Board 
will take its place. 


Conclusion 


When we consider the objectives of socialistic bu- 
reaucrats from a practical rather than a utopian view- 
point, the story of the senator and Gresham’s Law im 
mediately comes to mind because economic laws—in the 
long run—are not subject to legislative changes. Gres- 
ham’s Law—bad money drives out good money—is an 
economic law only. When it was explained to a “silver” 
senator some years ago, the senator is purported to have 
said, “Well, we'll repeal that law.” The following “10 
Points That Cost So Little and Are Worth So Much” 
are presented through courtesy of the Land O’ Lakes 
News. Those endeavoring to repeal them are simply 
modern prototypes of the above mentioned senator. 





1. You cannot bring about prosperity by discour- 
aging thrift. . 

2. You cannot strengthen the weak by weakening the 
strong. 


3. You cannot help small men by tearing down big 
men, 


4. You cannot help the poor by destroying the rich. 


5. You cannot lift the wage earner by pulling the 
wage payer down. 


6. You cannot keep out of trouble by spending more 
than your income. 


7. You cannot further the brotherhood of man by 
inciting class hatred. 


8. You cannot establish sound security on borrowed 
money. 


9. You cannot build character and courage by taking 
away a man’s initiative and independence. 


10. You cannot help men permanently by doing for 
them what they could and should do for themselves. 
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ON COMPANIES AND ASSOCIATIONS 


BERKSHIRE LIFE 
Some New Rates 


Effective December 1, 1942, new rates were adopted 
for Annual Premium Retirement Annuity contracts. 
These contracts will always be issued to provide a life 
annuity without refund, but the annuitant has the option 
before the commencement of the annuity payments of 
electing to have the annuity paid, commencing on a 
contract anniversary not earlier than ten years from 
the date of issue, before age 50, and not later than the 
original retirement date, for any income payment not 
less in any event than $10.00, in accordance with one 
of the following settlement options: (1) Life annuity 
without refund; (2) Life annuity with cash refund; 
(3) Life annuity with 120 monthly instalments certain ; 
(4) Life annuity with 180 monthly instalments certain ; 
and (5) Life annuity with 240 monthly instalments cer- 
tain. A brief illustration of the new rates, dividends 
and cash values is given below: 


Annual Premium Retirement Annuity 
Without Refund 


Age at Annual Premium Required to Purchase $10 Monthly 
Issue Annuity Retirement Age—Male or Female 
M 50 M 55 M 60 M 65 M 70 M 75 
M F F 55 F 60 F 65 F 70 F 75 
15 20 $40.35 29.30 21.25 15.28 10.86 7.62 
20 25 50.63 36.02 25.74 18.30 12.89 8.97 
25 30 65.33 45.20 31.65 22.16 15.43 10.64 
30 35 87.89 58.32 39.71 27.25 18.69 12.74 
35 40 126.50 78.46 51.24 34.19 22.99 15.43 
40 45 206.79 112.93 68.94 44.12 28.84 18.98 
45 50 184.60 99.22 59.36 37.21 23.81 
50 55 162.66 85.44 50.06 30.73 
55 60 139.66 72.05 41.34 
60 65 117.79 59.49 
65 97.25 
Per $100 Annual Consideration 
*Accum. Cash Value & 
Cash Div Div. Cash Value Accum. Div 
$.80 $.80 $61.50 $62.30 
1.25 2.08 154.26 156.34 
1.72 3.87 249.34 253.21 
2.19 6.19 346.80 352.99 
2.68 9.07 446.70 455.77 
5.30 33.02 984.91 1017.93 
8.35 76.42 1610.01 1686.43 
11.80 144.86 2317.25 2462.11 





Paxton Treasurer 


Walter A. Paxton, treasurer of the Berkshire Life 
Insurance Company, Pittsfield, Mass, since 1935, was 
elected a vice president on November 23 at a special 
meeting of the board of directors. Harrison L. Amber. 
recently named president of the Company to succeed 
the late Frederic H. Rhodes. says that Mr. Paxton will 
serve in a dual capacity. He assumes the responsibili- 
ties of his new office immediately. 
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BOSTON MUTUAL 


Favorably Examined 


The regular triennial examination of the Boston Mu- 
tual Life Insurance Company was recently completed. 
The results of the examiners report based on the com- 
pany’s condition as of December 31, 1941 show no sub- 
stantial changes from the figures given in Best’s Life 
Reports for 1942. Two changes are noted, however. 
The examiners reduced the contingency reserve fund 
for real estate from $54,435 to $30,591. This, together 
with other minor changes, brought the surplus from 
$950,382 up to $976,453. Further changes also lowered 
the total admitted assets from $16,192,180 in our re- 
port to $16,187,643. 

In October, 1941, the company signed an agreement 
with the C.I.O. which is covered in the examination 
report. Those agents belonging to the Union pay $2.00 
per month in dues. Those who did not join the Union 
also pay $2.00 per month. In the latter case, however, 
the money is to be given to some charity at some future 
time. Should an agent be discharged from the Union 
for any reason other than non-payment of dues, it is 
obligatory on the part of the company to likewise dis- 
charge him from their employ. 


CONNECTICUT GENERAL 
Dividends Reduced 


Effective on policy anniversaries falling due during 
1943, the Connecticut General Life Insurance Company, 
Hartford, announces a reduction in dividends to holders 
of participating policies, the principal cause being, as in 
other companies, the decline in interest earnings which 
can no longer be balanced in full by increases in mor- 
tality savings. Reductions will vary according to the 
policy form in question and the duration, but because of 
the reduction in the excess interest factor to 344% the 
reductions are most marked on the higher premium 
forms and at the longer durations. On the average, the 
company states the net cost of the policyholder will be 
increased by about 4%. The rate of interest allowed 
on dividends left with the company to accumulate and 
for funds under supplementary agreements will be 3% 
unless a higher rate is guaranteed, in which case that 
rate will be paid. 

Illustrations of the new dividends follow: 

(Continued on next page) 
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AA Slew Years Wish 


WHILE venturing no predictions as to 

what it may hold in store, we ear- 
nestly hope that the publishers and the 
readers of this journal will share gen- 
erously in whatever good fortune this 
new-born twelvemonth may have to 
offer. 


Above all, we sincerely trust that 
everyone to whom this message comes 
will be given strength of body and spirit 
necessary to cope with such sacrifices 
as a war-blighted year may impose. 


DUPE company; VIRGINIA 








BRADFORD H. WALKER, President 


Home Office: RICHMOND 



























SECURITY 


Once upon a time agents sold in- 
surance. Today, they sell future > 
curity and freedom from wor: 

do this they must have confidence 
in their company, belief in their 
work and sound Yoith i in their own 
future. ATLAS agents are that kind. 


Excellent territory available in Ar- 
kansas, California, Kansas, Mis- 
souri, Oklahoma, Oregon and 
Texas. Write today to Joe E. Karr, 
Manager of Agencies. 


‘Insurance 4) Gompany 


JQHNSON D. HILL, PRESIDENT TULSA, OKLAHOMA 





50 







CONNECTICUT GENERAL—Continued 


1943 Dividends 
Ordinary Life 


Age 20 25 30 35 40 45 50 55 ¢ 
Prem. $17.40 19.46 22.09 25.53 30.07 36.03 43.89 54.33 6% 
Dividend 
Year 1 299 3.07 3.186 3.32 3.51 3.76 4.10. 4.53 
2 3.00 3.09 3.20 3.35 3.55 3.81 4.16 4.61 
3 3.02 3.11 3.23 3.39 3.59 3.86 4.22 4.68 : 
4 3.04 3.14 3.26 3.42 3.63 3.91 4.28 4.75 5.38 
5 3.06 3.16 3.29 3.46 3.68 3.97 4.35 4.83 5 
10 3.37 3.29 3.44 3.65 3.91 4.24 4.66 5.19 


Total 
10 yrs. 30.72 31.75 33.06 34.79 37.02 39.95 43.79 48.61 55 


20 Payment Life 


Prem. $27.47 29.86 32.69 36.16 40.45 45.75 52.45 61.14 72.8: 
Wividend 
Year 1 3.41 3.50 3.63 3.77 3.95 4.17 4.46 4.83 5 
2 3.45 3.55 3.68 3.83 4.01 4.24 4.53 4.91 5.4 
3 3.49 3.59 3.73 3.89 4.08 4.31 4.61 5.00 5 
4 3.53 3.64 3.78 3.95 4.14 4.39 4,69 5.09 = 5.64 
: 3.58 3.69 3.84 4.01 4.21 4.46 4.78 5.18 5.¢ 
10 3.83 3.96 4.14 4.34 4.58 4.87 5.21 5.64 6.1 


Total 
10 yrs. 36.08 37.22 38.72 40.46 42.53 45.08 48.23 52.27 57.4 
20 Year Endowment 


Prem. $48.88 49.06 49.4 
Dividend 


te 


50.21 51.69 54.18 58.18 64.42 74.( 


Year 1 4.31 4.31 4.33 4.36 4.43 4.53 4.70 4.96 5.3 

2 4.40 4.40 4.42 4.45 4.51 4.62 4.79 5.06 5.4 

3 4.49 4.49 4.51 4.54 4.60 4.71 4.88 5.15 5.5; 

4 4.58 4.58 4.60 4.63 4.70 4.81 4.98 5.2 5.67 

5 4.68 4.68 4.70 4.73 4.79 4.90 5.08 5.35 5.7 

10 5.21 §.21 5.23 5.26 5.33 5.44 5.61 5.87 6.2 
Total 

10 yrs. 47.42 47.42 47.62 47.92 48.56 49.65 51.39 54.07 58.2: 


CONTINENTAL AMERICAN 


Favorably Examined 


Fackler & Company, Consulting Actuaries of New 
York, examined the Continental American Life Ins. Co., 
Wilmington, Delaware, as of December 31, 1941, and 
their report to the Hon. William J. Swain, Insurance 
Commissioner, State of Delaware, was favorable. 

The examiners’ report showed only one minor change 
from the data contained in Best’s 1942 Life Reports. 
The company’s book value of one mortgage loan was 
reduced $250 by the examiners. As a result the surplus 
showed a similar reduction. The asset and liability 


figures are now $30,169,638. 


CONTINENTAL (lil.) 
Rinker and Weddell Promoted 


The Continental Assurance Company, Chicago, an- 
nounces the promotion of Paul H. Rinker to Assistant 
Vice President in charge of group operations and the 
promotion of Robert W. Weddell to Assistant Vice 
President in charge of production. These promotions 
are occasioned by the recent death of Bert C. Markle, 
who had headed the Group Department of this Company 
since its inception twelve years ago. 
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EQUITABLE (lowa) 
Option and Other Changes 


Guaranteed interest rates in the settlement options 
of the Equitable Life Insurance Company of Iowa, Des 
Moines, Iowa, will be lowered effective February 1, 
1943. 

The guaranteed rate of interest on settlement option 
(a), interest option, will be lowered to two per cent. 
The interest rate on installment options, including the 
life annuity options, will be changed to two and one- 
half per cent. 


Policy Changes 


The lowering of settlement option guaranteed interest 
rates will affect certain policies in which settlement 
options are an integral part. The maturity value of the 
Income Endowment policies at age 60 and age 65, both 
participating and nonparticipating, will be increased in 
accordance with the change in the life income option, 
this, in turn, increasing both the rates and the nonfor- 
feiture values. The Income Endowment at age 55 policy 
will be discontinued. The rate of interest used in ac- 
cumulating the cash value prior to maturity of the Com- 
pany’s annual premium annuity contract, known as In- 
come Continuation, will be two and one-half per cent. 
This will result in a change in guaranteed cash values 
and the annuity returns will be decreased in accordance 
with the change in settlement options. The refund an- 
nuity option available to the annuitant will be eliminated 
and in lieu thereof, the annuitant will have the right to 
a life annuity, with or without a certain period, or a dual 
annuity in accordance with the returns available under 
the Company’s regular options of settlement. The 
change in settlement options, furthermore, will require 
a slightly larger amount of life insurance under the 
Family Maintenance agreement. 

The Family Income policy and the Mortgage Re- 
demption policy will be discontinued. 

Other changes are as follows: Beginning on the con- 
tract or policy anniversaries in 1943, the interest credited 
to funds under supplementary contracts and dividends 
at interest will be three and one-fourth per cent except 
on those contracts or policies which provide for a higher 
guaranteed interest rate. 


FEDERAL LIFE (Iili.) 
Adopts 3%, 


Effective January 1, 1943, a new rate book was 
adopted by the Federal Life Insurance Company, Chi- 
cago. The reserve basis has been changed from Amer- 
ican Experience 344% to American Experience 3%, 
thereby changing premiums and values ; and Settlement 
Options have been revised, guaranteeing 24% interest. 
A brief illustration of non-participating rates and values 
per $1,000 at age 35 is given below: 

(Continued on next page) 
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RAINBOWS 
END 


The Declaration of Independence of the United States 
of America is Rainbow’s End for more people today than 
ever before; many millions, all over the world. 


It was written by Thomas Jefferson, whose 200th birth- 
day anniversary will be celebrated this year. 


Thomas Jefferson was born at Shadwell, Virginia, April 
13, 1743. 


Thomas Jefferson said: “The God who gave us Life, 
gave us Liberty at the same time.” These are words of 
hope and promise today in Jugoslavia, Poland, Denmark, 
Holland, Norway, Belgium, Tunisia, New Guinea; aye, in 
France, too. 


Thomas Jefferson wrote the Declaration of Independ- 
ence in June, 1776. It was formally adopted in July. He 
said: “We hold these truths to be self-evident; that all 
men are created equal, that they are endowed by their 
Creator with certain unalienable rights, that among these 
are Life, Liberty and the pursuit of Happiness.” The 
passing years have made the words of the immortal docu- 
ment so clear they can be seen by all men, even those who 
are blind; heard by all, even those who are wilfully deaf. 


Thomas Jefferson became Secretary of State in President 
George Washington’s cabinet in 1790. He said: “Govern- 
ments are instituted among men, deriving their just powers 
from the consent of the governed.” His words are whispers 
of hope and faith over the seven seas and the six con- 
tinents. 


Thomas Jefferson became President of the United States 
in 1801. He said: “The tree of Liberty must be refreshed 
from time to time with the blood of patriots and tyrants.” 
Prophetic words, on the steppes of Russia, the sands of 
Lybia, the jungles of the Solomon Islands. 


Thomas Jefferson died at Monticello, Virginia, July 4, 
1826; 50 years to the day after his Declaration of Inde- 
pendence had been adopted. He said: “Heaven has in 
store for our beloved country long ages to come of pros- 
perity and happiness.” When the tumult and the shouting 
shall have died, the captains and the kings shall have 
departed, not only Our Country but Our World will 
enjoy long ages of prosperity and happiness. Thomas 
Jefferson worked and wrote as a Prophet. 


In recognition of the 200th anniversary of the birth of 
Thomas Jefferson, the Bankers Life Company of Iowa has 
issued a beautiful 1943 wall calendar, bearing a handsome 
kodachrome reproduction of the Jefferson Memorial 
building at Washington, D. C. (to be dedicated April 13, 
1943), the words of Thomas Jefferson printed above and 
— ~~ a chronology of the principal events of Jeffer- 
son’s life. 


The Declaration of Independence of the United States 


of America is Rainbow’s End for more people today than 
ever before; many millions, all over the world. 


BanxErs Ze 
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NORTH AMERICAN LIFE 


Insurance Company 
OF CHICAGO 


JOHN H. McNAMARA 


Founder 


E. S. ASHBROOK 
President 


PAUL McNAMARA 


Vice-President 


STRONG--PROGRESSIVE 


Correspondence Invited 
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We Are Proud 


TO PAY TRIBUTE TO 


the men in our organization who have left 
to serve in the armed forces of our country. 
We pray for their speedy and victorious 
return. 


Leslie E. Bratton 
William D. Cavanaugh 
James W. Clardy 
Jasper Collins 

Thos. F. Daly I! 
William L. Finnie 
John M. Foster, Jr. 
William S. Garnsey Ill 
James E. Hart 
Kenneth J. Hobbs 

J. J. Holstun 

J. E. Howard 

Cedric Kaub 
Lawrence L. Losasso 


George B. Marshall 
John T. McKean 
Norman Michaelson 
Neil L. Newton 
John Norman, Jr. 
Harry S. Parker 
Harold F. Pierce 
Dal Richins 
Sammy Sugarman 
Ray Tabbart 
Robert E. Thomas 
Buford Wales 
Emmett C. Wilson 
Malcolm Wood 


and to give a special salute to 
Miss Valerie Camell, now serving in the 
Woman’s Army Auxiliary Corps 


THE CAPITOL LIFE ‘coneany 
CLARENCE J. DALY, President 
HOME OFFICE DENVER, COLORADO 
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FEDERAL LIFE—Continued 
-——Cash Value—— 


Plan Premium *W.P. amo 2 BW 2 
Beit. Ot 63. iccsces $23.83 $ .96 $15 38 112 323 
20 Pay Endt. at 85... 32.93 95 32. 75 219 413 
Term to Age 70 .... 15.94 80 Sas 2s 145 
a” 2 eee 29.95 1.27 26 73 205 536 
20 Pay Endt. at 65 .. 37.88 4.07 47 111 293 767 
yee Se 46.01 1.26 70 152 384 1000 
Endt. Annuity at 65* 39.49 1.61 62 127 308 793 

* Male. 


GUARDIAN (N. Y.) 
Dividends Reduced 


The Board of Directors of the Guardian Life Insur 
ance Company, of New York, have adopted a new 
schedule of dividends for distribution to policyholders 
in 1943, subject to ratification in January. The interest 
rate used in the dividend formula has been reduced 
from 3.5% to 3.3%, resulting in an overall decrease in 
total dividends for 1943 distribution of about 6% 
there is little change in dividends on lower premium 
plans and at short durations, but substantial change in 
policies on higher premium plans and longer durations 

There will be no change in the handling of dividends 
on policies with disability provisions from that in effect 
for 1942, viz., policies with the disability annuity pro 
vision issued prior to 1932 will have lower dividends 
than corresponding policies without such provision; 
policies with the disability premium waiver provision, 
but not the annuity provision, and issued in 1932 and 
subsequent years, will have somewhat higher dividends 
than corresponding policies without such provisions ; 
policies with the disability annuity provision issued 
September 1, 1934 and after will have somewhat highe1 
dividends than corresponding policies without such pro 
visions. A 

There will be no change in the 1943 interest rate al- 
lowed on dividends left to accumulate or policy proceeds 
left under an optional settlement—in each case the guar 
anteed rate in the policy, with no excess interest, will 
be payable. 

Illustrations of the new dividends compared with the 
1942 schedule follow: 


Dividends 
$1,000—Ordinary Life—$1,000 ~ 


Age 20 Age 35 Age 50 
Policy 1942 1943 1942 1943 1942 1943 
Year Scale Scale Scale Scale Scale Scale 
vere $3.41 $3.36 $3.59 $3.53 $4.02 $3.91 
: Seay 3.48 3.41 3.70 3.61 4.20 4.05 
Beas alerars 3.55 3.47 3.80 3.69 4.39 4.18 
TSE tee 3.68 3.58 4.01 3.84 4.76 4.45 
| ESE aes 3.63 4.12 3.92 4.94 4.59 
Oe 4.04 3.85 4.55 4.24 5.69 5.14 
Be aie iwis 4.29 4.01 4.96 4.48 6.36 5.55 
:. eee 4.54 4.14 5.34 4.67 6.95 5.89 
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Dividends 
$1,000—20 Year Endowment—$1,000 


Age 20 Age 35 Age 50 

Policy 1942 1943 1942 1943 1942 1943 
Year Scale Scale Scale Scale Scale Scale 
Leader $3.42 $3.36 $3.60 $3.53 $4.02 $3.91 
ye 3.63 3.46 3.82 3.65 4.27 4.07 

S i wetaas 3.84 3.61 4.03 3.79 4.52 4.24 

® o54anee 4.27 3.89 4.47 4.09 5.02 4.60 

6. kn ee 4.03 4.70 4.24 5.27 4.77 
OD a alros 5.39 4.61 5.63 4.84 6.31 5.48 
he 6.30 5.04 6.56 5.29 7.30 6.01 
Dy icaacen 7.25 5.39 7.52 5.66 8.30 6.45 


INTER-STATE RESERVE 


Examination 


The Inter-State Reserve Life Insurance Company, 
Chicago, Illinois, an assessment company, was examined 
by the Illinois Insurance Department as of December 
31, 1941, the statement as of that date showing admitted 
assets $632,804, which item includes policy liens in the 
net amount of $358,357. Approximately 52.4% of 
the company’s ledger assets is represented by real estate 
holdings with a sizeable balance of this account consist- 
ing of vacant or sub-division properties. The examiners 
stated that a substantial amount of the company’s cur- 
rent investment portfolio does not qualify under the 
investment provisions of the Illinois Insurance Code. In 
the statement the Liability account balances the assets, 
no surplus as such being shown. 

The examiners commented to the effect that for the 
past eight years the company has experienced a steady 
and definite decline. The examiners said that acquisi- 
tion costs during the period covered under the present 
examination exceeded statutory limitations, administra- 
tive expenses were greatly in excess of the revenues 
provided and the company’s investments failed to return 
the earnings required by the outstanding contracts. 
They indicated that the company has operated on the 
following profits and gains derived from losses by pre- 
vious members of their policy equities: (a) from re- 
serves released by lapsed members; (b) from the sav- 
ings on actual to expected mortality; (c) from the in- 
terest earnings on liens placed on member's equities. 

The examiners explained that the principal amount 
of the company’s new business is being secured on a 
monthly renewable term family group attained age 
benefit contract through a magazine advertising cam- 
paign. The statement for the year 1941 showed: Total 
income, $123,147; total disbursements, $392,025, in- 
cluding $248,989 decrease by adjustment in book value 
of real estate. The company’s bond portfolio consists 
principally of securities rated by the leading investment 
services, in the examiner’s words, “as speculative or 
semi-speculative.” , 

In referring to the liens outstanding on the policies, 
as explained in Best’s Life Insurance Reports, the ex- 
aminers say that the original lien was $147,823 plus 
accumulated interest on the lien of $20,868 and that 
despite this original lien the company’s assets became 
impaired in the amount of $33,291 at the end of 1941. 

(Continued on next page) 
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FOR A NEW APPROACH... to justify an interview with 
the prospect who “won't buy any more Jife insurance”... 
the presentation shown above provides the Pacific Mutual 
underwriter with an ideal solution. It shows the prospect 
... easily, quickly, persuasively...how his most valuable 
asset, his income,can be protected through Pacific Mutual's 
5-Way Plan. In one package the prospect is offered not 
only life and retirement protection, but also immediate 
disability protection covering sickness, accident and hos 
pitalization. 

Pacific Mutual's 5- Way Presentation shown above gives 
the underwriter something new and different to offer his 
nrospects. It’s the tool that completes his selling kit. 
PACIFIC MUTUAL LIFE INSURANCE COMPANY 


A California Corporation 
HOME OFFICE, LOS ANGELES, CALIFORNIA 
Complete Life Insurance Coverage 


Life, Retirement, Accident, Sickness and 5-Way e Participating 
and Non-participating e Mortgage Insurance, Salary Savings, 
Juvenile Insurance, Salary Continuance, and other Special Forms, 


PACIFIC MUTUAL SERVICE SINCE 1868 
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GUARDIAN LIFE 


INSURANCE COMPANY 
OF AMERICA 
NEW YORK CITY 
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WORKING WITH FEDERAL 


One of the joys of the medium size 
insurance company is the pleasure of 
working with the men in the field. 


And the field man works with and not 
for the company. He is not a more or 
less anonymous letter or number in 
a file, but a friend and associate 


with whom we enjoy frequent personal 
contacts. 


it 
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LIFE INSURANCE COMPANY 


ISAAC MILLER HAMILTON L. D. CAVANAUGH 


Chairman President 
CHICAGO 
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INTER-STATE RESERVE—Continued 


In March, 1942 the board of directors voted to re-va! 


le 
all real estate owned and place another lien effective 
December 31, 1941 on the member’s equities in an 
amount sufficient to both assimilate the sizeable decrease 
in admitted asset values arising from the revaluation 
and to make good the current impairment, thus absor\)- 
ing the loss from the operation of the Family Group 


Department. A resolution was adopted by the board 
of directors March 20, 1942 to make up the deficiency in 
tabular reserves which necessitated an assessment levied 
against all policies in force as of December 31, 1941, 
except annual renewable term policies, said assessment 
being in the amount of 57.4% of the net equities with 
interest at 444%. Together with the previous lien they 
represent 59.9% of the company’s admitted assets and 
67.7% of the policy equities of the affected members, 
this lien being carried in the current statement for a total 


of $358,357. 


MUTUAL SAVINGS 
2!/2°%/, Basis Adopted 


Upon the completion of its first year, the Mutual Sav- 
ings Life Insurance Company of Saint Louis, Missouri, 
announces that it is entering the new business field with 
a full line of participating policies. 

The Company has adopted the 2%4% American Men 
(Illinois Standard) Reserve basis. Annual dividends 
begin at the end of the second policy year and are not 
contingent upon the payment of the third premium. A 
new war clause which is in line with the general terms 
of the recommendations of the National Association of 
Insurance Commissioners has been adopted. 

As released by President Allen May, the premium 
rates on a number of forms are given in the following 
tabulation : 


Plan Age 15 25 35 45 55 65 
Ordinary Life ...... $17.31 $21.41 $27.89 $39.04 $58.54 $93.61 
20 Payment Life .... 28.49 33.40 39.92 49.83 66.11 96.73 
Endowment at 65 .... 19.48 25.23 35.34 56.12 .... 

*Dbl. Protec. to 65.. 27.04 32.72 41.47 55.78 76.49 
ee 12.18 14.19 17.52 23.63 35.32 


* Premiums are for $2,000 unit. 


NAVY MUTUAL 


Assessment : 


The Navy Mutual Aid Association, Washington, 
D. C., an assessment association which has specialized 
in insurance on the lives of Navy personnel, announces 
that it has adopted a temporary extra flat war rate for 
one year of $16.70 per month, which is estimated to 
cover war casualties next year and one-half of the 
casualties this year per benefit of $7,500. Following the 
declaration of war, this Association announced its dis- 
continuance of acceptance of new insurance in view 
of uncertainties surrounding probable war mortality. 
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NEW ENGLAND MUTUAL 
Annuity and S. P. Changes 


lhe New England Mutual Life Insurance Company, 
Boston, has recently revised premiums on Retirement 
Annuities, Single Premium Life Annuities, and Single 
Premium insurance. 

The price of an annuity has been increased to the 
rate now charged by both the Aetna and the Massachu- 
setts Mutual. For example, the cost of an annuity of 
$100 annually for a man age 60 (woman age 65) with- 
out refund is $1,512.20, and with instalment refund is 
$1,903.90 ; $10 monthly without refund costs $1,873.44, 
and with instalment refund, $2,343.48. At the same 
ages, the annual payment purchased by $1,000 has been 
reduced to $66.13 without refund, and $52.52 with in- 
stalment refund. 

lor a man age 35, the annual premiums to purchase 
a Retirement Annuity providing $10 a month for life 
with 120 instalments certain to begin at the following 
ages are: at 50, $137.93; at 55, $86.13; at 60, $57.18; 
at 65, $39.46; at 70, $28.03. For a woman age 35 the 
annual rates are: at 50, $151.98; at 55, $95.88; at 60, 
$64.02 ; at 65, $44.31; at 70, $31.45. 

\t age 35 revised single premiums are, Life $501.90; 
Endowment at 55, $689.30; Endowment at 60, $625.80; 
Endowment at 65, $577.50; 15 Year Endowment, 
$769.80; 20 Year Endowment, $689.30; 25 Year En- 
dowment, $625.80; 30 Year Endowment, $577.50. 


NEW YORK SAVINGS BANKS 
Dividend Scale Shifted 


The New York State Savings Banks are shifting their 
life insurance dividend year from a calendar year basis 
to the period extending from May Ist to April 30th. 
As a result they have set up dividends for the first four 
months of 1943 according to the same schedule used 
in 1942, except that the fourth year dividend (for which 
no values were assigned in 1942, because there were no 
policies four years old) is to be the same amount as was 
paid as a third year dividend in 1942. Interest on 
dividend accumulations for the first four months of 1943 
is to be continued at 3%. No action has been taken as 
yet regarding dividends for the period beginning May 
1, 1943—it is expected that this will be decided early in 
the year. 


PACIFIC MUTUAL 


New Policy 




































AMERICAN NATIONAL 
INSURANCE CO. 


GALVESTON, TEXAS 
W.L. MOODY, JR., 


PRESIDENT 
* 





Announcement of a new policy contract known as 
the “Economic Victory Policy” has been made by the 
Pacific Mutual Life Insurance Company, Los Angeles. 
lhe new form is designed to meet the conditions of to- ee 

(Continued on “next page) 
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NOW --- PARTICIPATING, TOO! 


With policies available under both Partici- 
pating and Non-Participating Plans, Pan- 
American Fieldmen now render a broader 
life insurance service. 


Pan-American policies fit every need for life 
insurance and are geared to meet all of the 
— and preferences of prospects and 
clients. 


In addition, the Pan-American offers: 


A Most Liberal Agency Contract . . . A Recruiting 
Plan and Special Training for New Fieldmen .. . 
A New System Relieving General Agents from 
Agency Accounting . . . Attractive and Effective 
Sales Aids . . . Adequate Financing . . . Prospects 
for Insurance furnished through a Proven System. 


Correspondence invited with men not presently con- 
nected. 


Address: 


CHARLES J. MESMAN 
Superintendent of Agencies 


“AMERICAN LIFE INSURANCE CO. 
NEW ORLEANS, U.S.A. 
CRAWFORD H. ELLIS, President 

EDWARD G. SIMMONS, Executive Vice-Pres. 
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ENJOY LUXURIANT 
AIR CONDITIONED ROOMS 
AT THE KENTUCKY HOTEL 
CENTRALLY LOCATED 


Finest meals and drinks 
at the famous Tavern 
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Rates from $3.00 single— 
$5.00 double 


Samuel S. Friedman—Managing Director 








PACIFIC MUTUAL—Continued 

day’s economic situation with maximum protection dur- 
ing the years of peak family expense and retaining sub. 
stantial protection after the normal retirement age. 

Issued as a participating policy, the new contract js 
particularly attractive to family men in the 35-50 age 
bracket with whom living expenses are high, insurance 
needs urgent, and economy paramount. The protec. 
tion extends throughout the policyholder’s lifetime with- 
out necessity for conversion. After age 65 no premiums 
are required. 

In designing the new policy, particular attention was 
paid to the effect of Social Security provisions as they 
relate to the individual who attains age 65. Contracts 
will be issued for a minimum of $2500 and a maximum 


of $100,000. 


Economic Victory Policy (Participating) 


Age 20 25 30 35 40 45 50 
Premium .... $14.75 $16.31 $18.53 $21.46 $25.48 $31.66 $41.13 
Se Bales sees 48 56 .69 86 1.13 1.57 2 
Cash Value 

im 2. eT een ee nite jabs $9 $18 

Bes $7 $9 $12 $17 22 31 45 
Bes 17 22 29 37 47 63 86 
= 48 59 74 91 114 144 186 

B3i6 83 103 125 151 182 219 28 

, 133 158 188 221 255 289 311 
At Age | 264 253 240 221 182 144 86 
60.. 292 286 279 268 255 219 18¢ 


65.. 289 289 289 289 289 289 28 
*R. I. 65—Men $1.82 $1.82 $1.82 $1.82 $1.82 $1.82 

Women 1.62 1.62 1.62 1.62 1.62 1.62 

* Retirement Income Benefits at Age 65 (120 months and life). 


?n 


PAN-AMERICAN 


Adds Participating 
Proposed Mutualization 


Pan-American Life Insurance Company, New Or 
leans, La., began writing Participating Insurance on 
January 1, 1943. 

The Pan-American Life is the latest life insurance 
company to announce a plan of mutualization under an 
arrangement whereby 10,000 shares of capital stock shall 
be retired each year at $35 per share (covering a period 
of 10 years) until full amount of capital has”been re 
tired, at which time company shall become purely mu- 
tual. During interval stockholders shall be paid a sum 
equal to a semi-annual dividend of not exceeding 50¢ 
per share on outstanding stock—this is slightly lower 
than the average dividend paid stockholders over the 
past 15 years or more. First annual payment to stock- 
holders for stock retirement shall be made March 1, 
1943 and January Ist each year thereafter. If for any 
reason proposed payments to stockholders would reduce 
capital, surplus and contingency fund below $2,000,000, 
then number of shares to be retired each -year shall be 
decreased, and further stock retirements shall be ex- 
tended until profits from operations permit such pay- 
ment. In consideration of guarantee afforded by capital 
and surplus of the company, 10% of the gross profits 
arising from new participating policies, after deducting 
insurance and other expenses, shall be contributed to 
the surplus of the company under the ‘plan; non-par 
policies shall become participating when stock has been 
fully retired. The proposed plan will be presented for 
adoption or rejection to the regular annual meeting at 
the home office in New Orleans January 19, 1943. 
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PILOT LIFE 
Enters Wholesale Field 


|. M. Waddell, Vice-President and Agency Manager 
of Pilot Life Insurance Company, Greensboro, N. C., 
announced recently that the Company has entered the 
Wholesale field. 

The Pilot’s Wholesale program provides for insuring 
employee groups of from ten to forty-nine. No medical 
examination is required of employees under age 60, 
but the Company reserves the right to examine anyone 
when there is doubt as to his physical condition, and 
will not accept seriously impaired lives. The protection 
may be converted without medical examination by any 
employee leaving a company which has a Wholesale 
franchise, provided conversion is made within 31 days 
of termination of employment. 

The employer may select a schedule which will per- 
mit a level amount to all employees, or an amount equal 
to the employees annual salary to the next $1,000. 
$3,000 is the maximum issued to any individual. 

Under a non-contributory group, 100% of eligible 
employees must be insured ; while under a contributory 
group, at least 75% of eligible employees must be in- 
sured. 


POSTAL LIFE 
Examined 


The New York State Insurance Department recently 
completed an examination of the Postal Life Insurance 
Company, New York, N. Y., as of December 31, 1941. 
Findings of the examiners indicates some slight changes 
from the data contained in our 1942 Life Reports. 

With the establishment of the Guarantee Fund of 
$1,500,000 (see Best’s Life Reports), the examiners 
placed the real estate on an appraisal rather than book 
value basis. This means that the former book valua- 
tion of $3,913,221 was changed to $2,478,300 against 
which the company had already set up reserves for real 
estate and mortgage loans in the amount of $1,701,262. 
This figure represents the excess of book over the ex- 
aminers’ appraised value, plus an additional amount of 
$52,681. 

The above changes, together with other minor ones, 
reduced the surplus from $201,797 to $197,864. The 
same reduction—$3,933—likewise appears in the total 
admitted assets, assets in the examination being reported 
as $14,259,734. 

Figures are also given as of September 30, 1942. Dur- 
ing the first nine months of 1942, new business amounted 
to $948,086; the insurance in force at that time was 
$39,446,975, and the surplus amounted to $282,515. 








POSITION WANTED 


Investment analyst, particularly governments—national, state, 
municipal; 15 years experience banking, bond house, com- 
mercial, teaching, government. College B.A.; M.B.A. (Har- 
vard); middle thirties, married, 2 children, excellent references. 

Address Box 120—Best's Life Insurance News. 























The Columbus Mutual 
Offers— 


First—Low Cost Insurance to Sell. 


Second—Liberal Commissions for Selling It. 


(An Unusual Combination) 


Third—Ideal Working Conditions. 


Vested Renewals — 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 


COLUMBUS MUTUAL LIFE 
COLUMBUS, OHIO 





There is no time to wait for the building of tomorrow. 
That job must be carried on today, as well as tomorrow, 
and Life Insurance, the fundamental institution of 
Democracy, is the true underwriter for the project. 


The people of the Democracies, united in a grim 
struggle against the Axis, know that the security they 
have built, and are building through Life Insurance, 
is a source of national strength—one of the greatest 
factors of national morale—for they are protected and 
huge amounts of their funds are being placed in gov- 
ernment securities by the Life Insurance companies 
to build the planes, tanks, ships, guns for the security 
of our country. Life Insurance is very actively aiding 
the war effort while protecting the people of Democ- 
racy. 


If you are interested in building today for tomorrow, 
you will find it pays to be friendly with 


PEOPLES LIFE INSURANCE CO"°°ANY 


"The Friendly Company” 


FRANKFORT _ oa INDIANA 
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PROTECTED HOME CIRCLE 


Examination Favorable 


The Protected Home Circle of Sharon, Pa., a fra- 
ternal beneficiary society, was examined by the Penn- 
sylvania Insurance Department as of December 31, 
1941, and the report of the examiners is favorable to 
the Society. The examiners verified the statement filed 
by the Society and published in Best’s Life Insurance 
Reports, 1942 edition, except for certain minor readjust- 
ments which resulted in a slight reduction in surplus 
from $638,034 to $637,579. 


PROVIDENT MUTUAL (Pca.) 
Net Costs on New Scale 


Ordinary Life 


End of Age at Issue 

Policy Year 15 25 35 45 5 60 65 

Premium ..... $15.81 $19.61 $25.88 $36.72 $56.82 $72.40 $94.18 
A 12.41 15.73 21.28 31.33 49.84 64.16 84.17 
10 11.61 14.80 20.52 30.32 48.50 62.14 80.83 
_ a 11.06 14.46 20.01 29.61 46.46 59.32 74.76 

10 Yr. Av. 11.98 15.21 20.87. 30.79 49.14 63.24 8251 

20 Yr. Av 11.64 14.91 20.56 30.36 48.30 61.92 80.43 








20-Payment Life 


Premium $29.59 $35.79 $45.43 $62.65 $76.21 
> 





1 5.61 31.09 39.96 55.62 67.94 
10 24.61 30.28 38.94 54.33 66.02 
a 24.31 29.91 38.57 53.63 65.50 
10 Yr. Av. 25.05 30.65 39.41 54.93 67.05 
20 Yr. Av.*.. 21.03 24.74 30.35 39.04 54.35 66.1 
Protector Life 
Prem. 1-2 Yrs $15.41 $21.28 $31.71 $50.23 $64.64 
* Later Yrs. 20.03 26.39 37.36 57.94 73.98 
2nd Yr. Div. 5.20 5.68 6.60 8.54 10.28 
10th Yr. Div. 6.01 6.35 7.49 9.75 12.17 
20th Yr. Div 6.36 6.87 8.21 11.84 15.04 
10 Yr. Av. N.C 14.01 19.93 29.87 $8.13 62.08 
20 Yr. Av. N.C 13.92 19.85 29.67 47.63 61.16 
Endowment At 65 
Premium .. . $18.14 $23.63 $33.51 $54.00 $114.39 
Mesa 14.72 19.71 8.83 $8.44 106.88 
10 ; 13.89 18.75 8.04 47.43 106.10 
Mists 13.35 18.4 7.63 $7.39 
10 Yr. Av 14.28 19.17 8.40 47.88 106.32 
0 Yr. Av 13.92 18.87 8.10 $7.59 
20-Year Endowment 
Premium $46.74 $47.63 $49.49 $54.00 $66.38 $78.11 
$3.02 $3.46 14.66 48.44 $9.31 69.82 
ou, 41.91 42.36 43.78 47.43 58.06 67.96 
0 ; 41.45 42.11 43.60 47.39 58.22 68.58 
10 Vr Av 42.42 $2.83 44.17 $7.88 58 63 68.94 
; Be. Be. \<s $2.01 $2.51 $3.90 47.59 58.21 68.2¢ 


Providor At 65—Male 
Basis $10 Monthly Income—$1,200 Insurance 


Premium $23.86 $31.69 $45.8 $75.56 $164 89 
19.74 26.95 40.20 68.80 155.63 
ee 18.73 25.79 39.22 67.57 152.86 
2n 18.08 25.41 38.21 65.81 
10 Yr Ay 19.20 26.30 39.66 68.10 154.72 
20 Vr Av 18.77 25,93 39.31 67.63 
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On the threshold of the New Year, the National Life pauses to pay its 


respects and honor not only to the more than one hundred home office . 


and field men of this company who have joined the armed services, but 


to the thousands from all of the life insurance companies in the United 


States and Canada who have joined the colors. 


May they all render a fine account of themselves and return to serve 


a peace-time world with the protection of life insurance. 





NATIONAL LIFE coneany 


PURELY MUTUAL 





BEGAN BUSINESS IN 


montPeviee WERMONT 


1850 
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SPECIALISTS — INSURANCE PROFESSIONS 
ACTUARIES 


CALIFORNIA 


INDIANA 


NEW YORK 





Cagt E. Herrorra 


COATES & HERFURTH 


CONSULTING ACTUARIES 
582 Market Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 


Paszetr N. Coatzs 





HARRY C. MARVIN 


Consulting Actuary 


221 E. Ohio Street 
INDIANAPOLIS, INDIANA 


WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


90 John Street, New York 
Telephone Barclay 7-3428 








ILLINOIS 





MISSOURI 








DONALD F. CAMPBELL AND 
DONALD F. CAMPBELL, JR., 
CONSULTING ACTUARIES, 

35 Yrs. of Service 


160 NORTH LASALLE STREET, 
CHICAGO, ILLINOIS 











CARROLL E. NELSON 


Consulting Actuary 
Central 3126 


Wolfe, Corcoran & Linder 


Consulting Actuaries 
Auditors and Accountants 


116 John Street, New York, N. Y. 

















Chicago, Ill. 
M. Wolfman, A.A.1.A. 
N. A. Moscovitch, Ph.D. 


L. J. Lally Franklin 4020 





Telephone STAte 1336. 915 Olive Street ST. LOUIS 
FACKLER & COMPANY 
NEW YORK 
HARRY Ss. TRESSEL CONSULTING ACTUARIES 
Conted Wale Anenestont WOODWARD, RYAN, SHARP aie nits ian 
10 8. La Salle Street & DAVIS 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone Barclay 7-4443 


New York City a3 N. Y. 











PENNSYLVANIA 





INDIANA 











HAIGHT, DAVIS & HAIGHT, Inc. 
Comsulting Actuaries 


Frank J. Haight, President 


INDIANAPOLIS OMAHA 











Miles M. Dawson & Son, Inc. 
Consulting Actuaries 
500 Fifth Avenue 

NEW YORE CITY :-: 


FRANK M. SPEAKMAN 
Consulting Actuary 
Associates 

E. P. Higgins 


N. Y. THE BOURSE 











PHILADELPHIA 











SHENANDOAH LIFE 
Examination Favorable 


The Shenandoah Life Insurance Company of Roan- 
oke, Virginia was examined (Association) as of Decem- 
ber 31, 1941 by the Insurance Departments of Kentucky, 
Washington, D. C. and Virginia. The examiners’ re- 
port was favorable. 

In comparing the results of this examination with the 
information on the company as given in Best’s 1942 
life Reports, two changes are noted. The book value 
of the real estate was reduced $39,528 by the examiners. 
in addition there were several minor adjustments, as a 
result of which the surplus was reduced from $314,199 
to $291,087. 

The examiners statement showed: income, $4,495,- 
962; disbursements, $3,660,081; assets, $10,926,256; 
capital, $500,000 (of which amount $380,080 has been 
purchased for policyholders) ; surplus, $291,087 ; group 
contingency fund, $83,909. 


JANUARY 2, 1943 





STATE MUTUAL 
Non-Medical 


President George Avery White of the State Mutual 
Life, Worcester, Mass., in a letter to Cashiers and 
General Agents announced that the Company has en- 
tered the non-medical field. 

Full time agents, the class of agents to whom solici- 
tation for non-medical applications is confined, will 
submit individual applications requesting the privilege 
and accepting the additional underwriting responsibility. 


Scope 


The new rules are simple. Life, Endowment and 
Retirement Income policies, whose top limits vary be- 
tween $3000 and $5000 according to age, are available, 
although any non-medical insurance issued prior to 
another policy issued on a medical examination, is dis- 

(Continued on next page) 
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STATE MUTUAL—Continued 


regarded in determining current non-medical limits. 
Applicants must be citizens between 5 to 40 years 
old, inclusive, although policies on female lives are 
limited to unmarried minors or to single women, widows 
and divorcees who are gainfully employed. Married 
women are eligible only as payors on Juvenile Com- 
panion riders, and for amounts not over $3000. 
Waiver and Double Indemnity will be considered 
according to regular rules and limits, though substand- 
ard risks, except for occupational accident hazards with 
an overcharge not over $2.50 per $1000, are excluded. 


THE TRAVELERS 


Rate Increase 


The Travelers Insurance Company, Hartford, Con- 
necticut, put into effect a new set of rates and values 
effective December 1. The change was necessitated by 
lowered interest returns on one side and more favorable 
mortality on the other. For these reasons the increases 
will bear most heavily on the Investment forms, and for 
the present no change will be made in Ordinary Life and 
lower premium forms. 

The maximum rate of interest on settlement agree- 
ments will be 234%. This interest factor is also ap- 





plicable to maturity values under the Retirement Income 
contracts so that the maturity value per $1,000 of | 


litial 

insurance on Retirement Income-65 will be $1,55+ for 
men and $1,742 for women in order to provide « life 
income of $10 per month with 120 months guaraniced, 
These maturity values will produce under the auto- 
matic continuance of the contract, a cash refund monthly 
income of $8.86 for men and $8.92 for women. : 
Cash settlement—60 and 65—will be offered only up 
to and including age 40 as the necessary increase in 
premium rates makes it impracticable to offer these 


forms at higher ages of issue. There being no call for 
cash settlement-70, this form is eliminated. To meet 
the demand for a contract with premiums not far above 
Ordinary Life but limited to the normal income earning 
period, rates and values are included for a Life contract 
with premiums payable to age 65. This will be issued 
at ages 16-55, inclusive. 

Following are some representative figures for the 
policies affected by the change: 


Retirement Income at 65—Men 


——Cash Value End of Year 





(To Nearest Dollar) 
Age Premium 2 3 5 10 20 
Saaeeee $21.54 S.. 23 41 111 302 
eye 29.15 7 37 71 185 483 
Re eainrs 42.73 25 66 132 319 81] 
WP se Giclkig a ok 72.08 74 140 260 602 1554 
ae 157.69 228 371 606 1554 
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| Retirement Income at 65—Women 
come 
initia) $15 ......+.- $23.41 $.. 27 46 127. 342 
4 GER... vos 31.90 9 41 83 211 545 
| ae 47.00 32 7 unm © 
4 | RSS 79.57 88 160 295 681 1742 
nteed, gs oo... tee 175.10 263 421 ie eee coh: 
auto. ® Combination Programs 
thly Cash Settlement—60 
ly up ff 20 .-eeeeeee $18.05 $.. sk SS a account for steady gains 
oe . | ee peg me = < ah 329 
, tl ....: camo 24.69 i 1 5 1 419 ° ° 
these Bag ooo... 32.09 10 44 88 221 583 being made by Oslico men 
ll for Rae ee 47.58 32 79 154 365 952 
meet 
above Cash Settlement—65 
rl i iu 
ie. Cees wa + »# = mM Om 
act aA 19.36 oa 20 37 98 288 
on | ee 22.52 om 27 47 128 359 
eee 28.12 6 36 69 178 474 
+ ie BIE wccnrece 37.98 15 53 109 265 683 ‘ ; ; 
’ Life — Accident — Health — Hospital 
20 Payment Life 
eet $25.82 ... 30 54 149 420 j 
cd ate ek 28.58 7 37 71 184 505 He 
A aa 34.50 11 45 93 231 610 
7 RE Tee 43.47 18 61 121 287 723 
if . Saeeee 22024sBOCSAS:SC BBB OHIO STATE LIFE 
2 EG ......... 85.32 16 9 179 371 910 
483 INSURANCE COMPANY 
81] 20 Year Endowment COLUMBUS, OHIO 
1554 , 
5: eae $46.97 $37 83 161 384 1000 
| ee 47.07 37 8&3 161 383 1000 
| ea 47.71 36 83 161 383 1000 — —- — — 
Ser 51.21 35 85 164 384 1000 
OS eae 61.23 31 90 170 384 1000 a. as he 
Seer 86.19 18 101 183 382 1000 a 
5 
Life with Premiums to Age 65 YOU, 
eee $18.94 a. 18 35 90 270 s . 
Be 26.48 33 «60—ts«d'S?—“‘é«éAL As A Life Underwriter 
BLA ee 43.47 18 61 121 287 23 
ge - 4 ? ? ‘VW: : 
mee ene 93.74 83 165 302 699 825 . are fulfilling an important need 
to society by helping men and women 
\ to provide for themselves guaranteed 
\ future security. Next to food, clothing 
and shelter for today .. . . a man and 
his family need most a guarantee of 
WASHINGTON NATIONAL food, clothing and shelter in the days to 
Adopts 3%, Basis come. Life insurance gives that guaran- 
tee. 
Effective January 1, 1943, all ordinary business will 
he issued on the American Experience Table at 3%, 
Modified Preliminary Term (N. J. & Ill. Standards). 
Rates and values at age 35 on a few plans are given 
below: 
3 Plan Premium Cash Values——\ 
¥e..3 5 10 20 pace” a 
eS ee $22.19 $19 47 128 328 
oe ae eee 23.38 19 48 130 331 
20 P. E. at 85 ........ 33.38 38 90 234 613 Lepaiece 
Ee NEE 60 bore m0 30.86 33 79 208 545 
20 ERE. gi5.cae<a 46.12 77 157 384 1000 
Teee ROG 3 ch5.6n seas 14.69 8 15 40 89 
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Our ears are red . . . and we like 
it. In fact, it’s this tremendous 
amount of talking about us, from 
one travel-wise person to another, 
which has kept us right on top of 
the heap here in Baltimore. It’s the 
personal way we look after folks, 
the exceptional comfort of every 
one of our 700 rooms and the 
palate-tickling quality of our food 
that stimulate this pleasant gossip. 
Next time you’re in Baltimore, stop 
in and let us show you what they 
talk about. 


BALTIMORE, MARYLAND 
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Two Billion in Bonds Sold by Agents ......... 
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War Clauses in New York State ............ 


Uniform War Restrictions 


War Conditions, Life Underwriting—Parker 


War Impact on Life Insurance—Harry Cole Bates 


War Shipping Administration ........ 


Acacia Mutual, Washington 






}> age t Hines a Director).......June 93 

Sans War Clause) ....... Oct. 51 

(Agent’s Compensation) . .- Nov. 55 

(Business Up) ............ bad ekeek Nov. 55 
Aetna Life, Hartford 

(Par Policies on 2%%) ........... Oct. 51 

(Stockholders’ Dividend) ......... Oct. 52 

(Dividends Continued) ........... Dec. 47 
Alliance Life, Chicago 

(Peoria Lien Reduced) .......... June 93 

(Favorably Examined) ........... Aug. 47 
American Citizens, Columbus 

(Business Reinsured) ......... ...Sept. 59 
American Life, Detroit 

(Rules on Iowa Fund) ...... --..Sept. 59 
American Mutual Life, Des Moines 

I Ga cntceiet os cman Swit odaere Nov. 55 
American United, Indianapolis 

Edw. Karrmann Treasurer)..July 152 
Atlantic Life, Richmond 

peeerz BONED BG) oc ccqocecces May 27 

(Liberalizes War Clause)........ July 152 

(Examination Favorable) ........ Nov. 55 

(“Service” Insurance) ............ Nov. 56 

(Non-Medical Liberalized) ........ Dec. 


4 
(Hatcher Executive Vice Pres.) ..Dec. 4 
Atlas Life, Tulsa 
(Logical War Clause) .......... --May 27 
Baltimore Life, Baltimore 








(Official Changes—War Clause)...June 93 
Bankers Health & Life, Macon 

Semi-Annual Results) ........... Oct. 53 
Bankers Life, Des Moines 

(New War Clause)........... oce uly = 

(New Group Policies) ............ Dec. 
Bankers National, Montclair 

(Favorably Examined)...........July 152 
Berkshire Life, Pittsfield 

a EE avscsondeas weeweedices May 27 

BO WEED CORDED cc ccccccccceses o_ 152 

Correction Notice)...........0.. ug. 47 

(Mid- ‘ong 2 pee ereneae 61 

(Rhodes Dies) ........ passa conan Dec. 49 

CARRIE PRORIGONE) 2 i. ccccccvccsecs Dec. 49 

I CID oo ule Saale baceewal Jan. 49 

Crees “RNOMMENOP)- caccecccccesce Jan. 49 
Boston Mutual, Boston 

(Favorably Examined) ........... Jan. 49 
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(Enters Marylan Dy ‘dai tiébven ated ovo June 93 

(Gets Amer. Savings A. & H.). Suly. 153 
ser - Western, a 

(New War Clause)....... escsosceduly 158 
Canada Life, Toronto 

(Retirement mda tibinn one May 30 

(Pension Policy) ... -July 153 

(Tilley Dies) ....... July 153 

(McEvenue Director) ............. Oct. 53 
Capitol — Denver 

SE SO rere rr July 154 
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(Examination Re eS Sept. 62 
Central Life, Des Moines 

(New Annuity Mates, Ctl.) ..cce. July 156 

PEED |. dceensetcnceaess Nov. 56 
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| PRR Ae bene seca July 157 
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(Yorke Joins Staff) oe Sree --July 158 
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(New Dividend Seale) Peeeecah eee Dec. 49 
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SED ak neccbeas onsosonencds June 93 
Commonwealth Life, Louisville 

(nr BIRCETORA Dies) occcccccccecs May 30 

New Agents Contract) .......... Sept. 62 


Connecticut General, Hartford 


(Non- -Occupational Field) ........June s 
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Stockholders’ Dividend) .........Oct. 54 
(Dividends Reduced) ............. Jan. 49 
Connecticut Mutual, Hartford 
(Women’s Rules) .......... écoscchug. 47 
(Large Pension Trust Case) ...... Oct. 54 
64 
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CE MED 25 so osbawesceadadsses Dec. 51 
Equitable Life, Waterloo 
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CEE. ahecctenenenséctetercoenass Dec. 51 
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Eureka-Maryland, Baltimore 
CGN ROTENOED 6 ccsicededdccecces Dec. 52 
Ce NOD - onben cede. cecnceessss Dec. 52 
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(Semi-Annual Results) ........... Oct. 57 


(Lammers Dies) 
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(Rehabilitation Decision) ....... July 162 

(Bids for Assets Requested)...... Oct. 58 
Fidelity Life, Regina 

(Formerly Saskatchewan) ........ Oct. 66 
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(Enlistment Procedure) re July 163 


Foresters, Women’s Catholic Order, Shineae 
(Executive Changes) ..........:. Nov. 58 
Franklin Life, Springfield 
(C. S. Blomgren Appointed) . see 97 


Semi-Annual Figures) .......... 48 
.. +... ese aeeenee e Sent. 64 
(Jordan Vice President) dabendatae Oct. 58 
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(Hardt Vice President) . ‘ 

(Issues New Policies) ............ 
Globe Life, Chicago 

(Pulfer Elected Pea Peer 
Great Lakes Life, Cleveland 

(H. O. Changes) ........ caese 
Great-West Life, WV innives 

(Enters A. H.) 
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214 (Relneured) ..cccccecccccsvsecss - Aug. 54 
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Interstate Reserve, Chicago 

CRREIEINE). nc cncccenccccsccccss Jan. & 
Jefferson National, Indianapolis 

Stock Dividend) ..........++-+08 Sept. 65 
Jefferson Standard, Greensboro 

(First Quarter Gains) .......... --May 32 

(Six Months Sales) .............. Aug. 3 

(Semi-Annual Report) ........... Sept. 65 

(Agents Group Plan) ...........+. Oct. 59 

CRBEINED. 0c. bd 000 0sscccs 000s sesenee% Nov. 59 
John Hancock Mutual, Boston 

Wer GEOGD) 20. ccccccccccccsoces May 33 

Agent's Retirement Plan) ....... Aug. 51 

(New Dividend Formula) ........ Dec. 
Kentucky Home, Louisville 

(Premiums Revised) ............. June 97 
Knights Lite, Pittsburgh 

SS errr cree Dec. 55 
Lafayette Life, Lafayette 

(Favorably Examined) .........+- May 33 
Lamar Life, Jackson 

(Examination Favorable) ........ Sept. 66 
Liberty Life, Greenville 

(Examination Favorable) ......... Oct. 59 

(Stock Dividend) .............++- Nov. 59 
Lincoln Funeral, Chicago 

CED ict chivecnhaedtnseend «June 97 


Lincoln National, Fort Way 
(5th Reduction Royal U aise *L fen) rom 36 
SE PND - ncodgnspaceddscncrncss BS 
Loyal Protective, Boston 


(Cornett New Agency Head) ....June 98 
Lutheran Mutual, Waverly 
CMxamined) ..ccccccccccsceccccces May 36 


Manhattan Life, New York 
(Conversion of Term Policies) ....May 36 


CAMOy DITCCOT) cccccvocccccesss July 165 
(Insurance Up 16%) .......-ss06. Aug. 51 
(Adopts War Clause) ............ Aug. 51 


Manufacturers Lite, Toronto 
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PN ceneed¥ eee dh oaaabeesececeas Dec. 55 
Metropolitan Funeral, Chicago 

CHERGMIROED. occ cccvvcvccccvecececs June 99 


saetropentan Life, New York 
(Dr. Armstrong Appointment) ...June 99 
(Monthly Premium Endowment) July 165 


(Taylor Vice President) ......... Aug. 52 

(Revises A. & H. Forms) ......... Oct. 35 

(More Governments) .............. Nov. 59 
Midwest Life, Lincoln 

(Examination Favorable) ........ Oct. 61 
Modern Life. Winona 

CEEENEED = cccccdocavcssaccecsce --May 37 

(Lien on Charter Policies) ....... Sept. 68 
Monarch Life, Springfield 

(Laub Agency Manager) ........ July 166 
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Monumental Life, ny 
(Reserve Basis Changed) ..... 

Mutual Life, New Yor 
(Bixler Appointed) .... 
(Buys $60,000,000 Gov v'ts.) 
(Ben H. Williams ~  emebbape bmn 100 


«++»-May 40 


(Keane Made Assistant) ........June 100 
(Conferences Cancelled) GE 
Aces at New High) ...........Sept. 68 

33% In Governments) .......... Sept. 69 
(Non- Medical — oeuasabbee Nov. 60 
(Juvenile Coverage) ...... ecccce --Nov. 60 
(Service Death iatms) S0eecwecsee Nov. 61 
(NOU SED hnccccccceccoon Dec. 55 
(Waives Extra yey eenknnas Dec. 56 

Mutual Savin ngs. St. 

(10% Lien ny Expected) oe 53 
go RD MED o.1660000d006-6 . 61 
(Paul Stewart Vice Pres.) ........ Oct, 61 

C2 de SE 0b 44 be ¥ cavcdckcecee< Jan, 54 


mattennt Aid Life, Guiahoma oy 
(24 Months Pay Pol icp) esoosee dune 100 
National Equity, Little Rock | 


(Examination Favorable) ........ Nov. 62 
National L. & A., Nashville 

(averahay Examined) ........ .-Aug. 54 
National Life, Montpelier 

(Merritt eee p0cesesesesenes June 101 

(Term mater bb cenecesseness0<e Nov. 62 

National Old Line, Little Rock 

(Premiums, Values Changed) ...June 101 
National Progressive, Omaha 

(100% Lien Proposed) .......... June 101 

(Reinsured in Guardian Nat.) ....Aug. & 


Navy Mutual Aid, Washington 






(Ceases New Business) ........ June 102 

CBRE: 16 tb 00d 5.00408 000608 00% Jan. 34 
New England Mutual, Boston 

(Booth Made Attorney) . o00eesenes May 40 

(New Retirement Forms) sai July 166 


(Commission & Ret. von 
(Six Months Results) .... 
(Hutchinson Director) 
(Continues Dividends) 


(Annuity & 8S. P. Changes) ...... Jan. 55 
New World Life, Seattle 
(Buys Home Office) .............. May 42 
(Johnson Head of U.S.C.) ...... June 102 
New York Life, New York 
(Policies on Children) ............ May 42 
} come Py ow ny (sbennesaden June 102 
Young & Sinclair) ..... TTT TT. June 102 
tBeomntions} easnnektsseeseseee June 102 
(Benefits for Nylics) ............ June 102 
tag Income Option) ........ July 17 
Sint Sh MOD Shb0006000 0056600008 Sept. 7 
CROOGRMGP BIGOE) ccccccccsccccccece Sept. 70 
(Dickey a Director) .............. Oct. 62 


New York Savings Banks, New York 


(Dividend Scale Shifted) ......... Jan. 5 
North American Life, Toronto 

(New Dividends) ...........-sceee Aug. & 
North American Re., New York 

(Thomson Retires) .............++ May 43 


Northwestern Mutual, Milwaukee 
(First Quarter Report ) 
(Lochemes Appointed) 
(New Highs—Two Directors). 
iContinecs Dividends) 
(Gains) 

Northwestern National, Minneapolis 

u 





(NOW PGUCIES) occcccccccccces -.-June 104 

jimvedende a een cevcccccce June 104 

(NOR-FAF C8 BF) .nccccccccccces June 104 

| ae? Options) Reéeeebeuceel June 104 

(H. O. Promotions) .............. Aug. 57 
Occidental Life, Los Angeles 

Reduces Register Lien) .......... May 45 

Federal Reserve, 7%) ........++-- May 45 

(Tookey Now Actuary) ......... June 105 

(CHepe Retires) ..cocccccccccccces June 105 
Occidental Life, Raleigh 

(Examination Favorable) ........ Aug. 57 
Ohio National, Cincinnati 

(Examination Favorable) ........ Aug. 58 

(Sturtevant Dies) ................Nov. 63 


Ohio State, Colum 
uarter Results: "Ress Medico) June 106 
Sept. 71 


— MENS. ocsctccrccoonsess 
{Ge ‘nbd phadschees 0600600000803 Dec. 57 
Old Line Life, Milwaukee 
CED - sccetcabaernes sevice May 46 
(Six Months Oe” Pree Sept. 71 


(Hawkins Medical Director) . Sept. 3 


GU EY Gaikdaesehnec¥danesscvsat Dec. 

a5 is wav veleadaek cbse Kaoe bd Dec. 
Olympic National Seattie 

(Report Favorable) ..............Sept. 71 
Oregou Mutual, Portland 

(Term Conversions) .............. Dec. 59 

(Paid-Up Maturity Option) ...... Dec, 59 
Pacific Mutual, Los Aagetes 

(Kemp “Loaned’ DD secccocsccoosooee 


(Call Now President) Peeveseccore -May 46 
(Income Security Policy) ....... "May 46 


(S. M. Griffith, Director) ..........May 46 
(1042 Dividends) . «++-.-May 46 
(Cross & Rolapp Vice Pres.) --+.-May 46 
(New Dividend Scale) ....... +---duly 173 
(MacEwen ‘'o War Work) ..... -Sept. 72 
(Examination Favorable) ........ ct. 62 
(“‘Non-Can” Benefits Increased) ..Nov. 63 
t. 2, Ferrer Jan, 55 
Pan-American Life, New Orleans 
(Annuity Rates Increased) ....... Dec. 59 
(Proposed Mutualization) ........ Jan. 56 
(Adds Participating) ............. Jan. 56 
Peerless lusurauce, Chicago 
(Examined) ..... 906s 405000860000 July 173 
EE OOO ROGET Dec, ¢ 
Peoples Life, Frankfort 
(Adopts 3% —s padeeseesonene Sept. 73 
(Other Cha nges) oc pekdse eee been Sept. 
Philadelphia. Life, oe 
(Term to 65 Policy) .......... ....-Aug. 58 
Phoentx Mutual, Hartford 
TT cninccccbicdseeseoss Nov. 64 
Phoenix Mutual, Phoenix 
(Assessment Concern) Seewncotutce Dec. 59 
Pilot Life, Greensboro 
(Enters “Wholesale” Field) ...... Jan. 57 
Postal Life, New York 
ee NS ke ned po alssie Jan. 57 
Postal Union, Los Angeles 
(Malone Dies) pebeebednonenevesene Nov. 64 
Preferred Life, Montgomery 
CREEL DRRESTIOND wc cccccceccccess June 106 
Protected Home Circle, Sharon 
(Examination Favorable) ........ Jan. 58 
Protective Life, pean 
(Medical Director) ...............) ay 48 
Prey ident Life & ‘aac, Chattanooga 
Non-Occu ational Dis * ere July 174 
(Six Months’ Results) .......... Sept. 74 
Provident Life, Bismarck 
(Vetter Actuary) Shaenessoeeeuns June 106 
(Favorably Examined) .......... July 174 
(Goes on 3% Basis) .........00-. Sept. 74 
(Miss Beach Retires) ............ Sept. 75 
(Edick & Vetter Promoted) ...... Sept. 75 
Provident Mutual, Philadelphia 
(Director Wayne OS FR err July 174 
(Reports Gains) ............. ...-Aug. 59 
(Scattergood Asst. Treas.) ....... Sept. 75 
(Low Termination) ...........0.. Nov. 64 
(Dividends Reduced) ............. Jan. 58 
Prudential, Newark 
(a erm to Age WB) nccscccsesccccies May 48 
Government Bonds) ............ June 107 
(Advertising Under eee coneod June 107 
(Mutualization Near) ............ Aug. & 
( - Walker Director) .......... Aug. 60 
(Complete Mutualization) ........ Sept. 75 
Cal, SED Sa Sbecbusnedecsss eek pt. 76 
(Remaining Stock Purchased) peeed Oct. 66 
COW WOE CHBUSSE) ccccccsccccccs Nov. 65 
RRP rr Dec. 60 
Pullman Porters’, Chicago 
(Examin betas as Ende ssedeon aes June 107 
Pure Protection, “Chicago 
errr July 174 
i ert Dec. 60 
Reliance Life, Pittsburgh 
(Favorably Examined) .......... June 107 
Reliance Mutual, a 
(Report of Examinat _ are Oct. 66 
Rural” Life, llas 
(Correction Notice obi benset Sou Aug. 60 
St. Louis Mutual, St. Louis 
(Considers Mutualization) ........ May 49 
(Mutualization Plan Approved) ..Dec. 60 
Saskatchewan Life, Regina 
EE UUUEOD | 5:45.60.06000 00000508 Oct. 66 
Geameare Life, Houston 
(Record Quarter) nesesanséesseneos May 49 
Security Life & Trust, Winston- Saiem 
(W. Y. Preyer, Director r) ......,dJune 108 


Security Mutual, Lincoln 





(Favorably Examine GB) crcccccece July 174 
Security Mutual, Binghamton 
(War Clause) .......+..+--+06- Aug. 60 
(Hospital Kxpense Policy) . 
(Recent Business) .........+-++++ 
(Rates on Amer. Men 3%) 
(2%% for S.BP'B.) ..cccesecccceees 
Shenandoah Life, Roanoke 
(Bloodworth D Dies) $000000s 000008 
(Trinkle Advanced) ...... pabseen June 108 
(Harr Resigns) ........--.++ee+e0: Oct. 67 
(Examination Favorable) .......- Jan. 59 
Southeastern Life, Greenville 
(New ce ome bnntencdsnsectess Aug. 61 
(New vomreey WD cocsccccseceveoce Sept. 77 
(Additional Information) ........- Oct. 60 
Southern L. & H., Birmingham 
(Report Favorable) ........-+++. Aug. 61 
Southland Life, Dallas . 
(Duke Dies) ....cccccccccccssccces Nov. 66 
(McCord President) ........-+.-+- Nov. 66 
State Farm Life, Bloomington 
(Perry Vice President) ........-- Sept. 78 
State Life, Indianapolis . 
(To Reinsure Hearthstone) ...... Nov. 58 
State Mutual Life Seeeneene 
(Compensation Plan) . phébecove Aug. 61 
(Executive Changes) ........+++++ Oct. 68 
(June 30th Figures) ...........+-- Oct. 69 
(Enters Non-Medical) ..........++« Jan, 59 
State National, St. Louis 
(Examination Favorable) .......- Oct. 69 
Sterling Insurance, Chicago 
(Bxamination) ......cccccsccccees Nov. 67 
Sun Life, Montreal 
(Dividend Scale Decreased) ...... May 49 
B. Macaulay ao oneeeue -----May 49 
New Settlement Options) ......-. May 49 
(Child’s Assur. Extra Prem.) ....July 176 
(Revises Disability) ..........+++- ug. 
(U. 8S. Branch Figures) .........+- Oct. 70 
(June 30th Figures) ..........+++. Oct. 70 
Sunset Life, Olympia a 
(Moriarity Exec. V.P.) ........+++- Oct. 7 
Texas State, Dallas 
(Correction Notice) ...... eeeawbind Sept. 78 
Teqvetera, Hartford 
(New “Triple Protection’) ...... only 176 
(Pays 300th Dividend) ............ Aug. & 
(Some Rate Increases) ...........+d Jan. 60 
Union Central, Cincinnati 
| eee my one Postponed) ...... June 108 
Error in Reports) .......+++.-++ July 177 
(Examination Favorable) ........ Sept. 7 
Union Labor, New York 
(Accident & Healt DD céc0se00s .-.-June 108 
(3% Basis; Other _. Ee acese eh 
United Insurance, Chicago 
(Examination) ..........-seeeee- Nov. 68 
United Services, Washington 
(Stops New Business) ............ May 51 
U. 8. Gov. Ins. 
CRs. CURE «0g ce cccercccscces Jan. 40 
United States Life, New York 
(Louis Asst. retary) ...++++.- --May 52 
Victory Life, Topeka 
(Cancels Lien) pbbetesse450n00s00 June 108 
Washington National, Chicago 
(C. P. Kendall Dies) eeenbssosoens May 52 
(Griffin Treasurer) ...........+++ June 108 
(Crawford Dies) .c.ccccccccccces Sept. 79 
(Home Office Promotions) ........ Oct. 71 
CAROUEE DD dccccscceosendercees Jan. 61 
West Coast, San Francisco 
COU GOMEPRTIE) oc iinc ccesccvescoccs May 52 
Western & Southern, Cincinnati 
(Rates Increased) ..............00- May 54 
Western Catholic Union, Quincy 
CEO) ng. cnr caccvcceccescess June 109 
Western Life, Helena 
(Favorably Pxamined) .........- June 109 
Westland Home, San Francisco 
(Financial Figures) ............. June 109 
by hs Madison 
CEE MEE hvis50 465 006360000040409 Oct. 71 
Wisconsin. National, Oshkosh x 
rar July 177 
Wisconsin State, Madison 
(Dividends Continued) ............ May 54 
Woodmen of the World, Omaha 
(Government Bonds) ..........+.. Oct. 71 
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